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Rut-Proof Features 


Of course no one can guarantee another 
person an absolutely rut-proof future. 
Too much 1s dependent upon the person 





himself. But under some sets of circum- 
stances a man is more liable to immu- 
nity from that buried alive future than 
under others. It is the former conditions 
that agents find in the Peoria Life. 


The Peoria Life fully realizes that its 

future prosperity is closely bound to 

the personal success of its men and 

devotes considerable of its energy 

toward creating unlimited possibilities 
for them. 
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Insurance in Force, Over $50,000,000.00 














You Are Working For Commissions—Sell Policies Providing Real Protection 


If totally disabled, the company waives payment of premiums and pays an income as 
long as total disability continues. If accidentally killed, the company pays family DOUBLE 


the amount of insurance. 


WE PAY LIBERALLY FOR BUSINESS 
For Agency in N. W. Texas, Address T. J. MURPHY, Gen’! Agent, 412 Burton Bldg., Ft. Worth, Tex. 
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Hope for Business Lies in Getting in New Men 


Leslie C. York of Equitable Life of New York Says That New Blood Must Be Infused Into 
Agency Organization If Big Production Is to Continue—Can Not Be Over-Emphasized 


EW YORK, March 8.—Leslie C. 
York, superintendent of agents of 
: the Equitable Life of New York, 
is a practical life insurance man. For 
many years he spent practically all of 
his time in the field rounding up new 
men for the company. He is essentially 
an agency man. He has always been 
in close touch with selling conditions 
in the field. He knows intimately ,the 
problems of the general agent and the 
man carrying the rate book. Just at 
this time Mr. York has some interesting 
ideas regarding securing and training 
new men. He admits that with him 
the question of infusing new blood into 
an agency organization has become 
almost an obsessian. He contends that 
at this time the importance of bringing 
new men into life insurance work can- 
not be over emphasized. 
In stating his position regarding this 
phase of life insurance field work Mr. 


York said: “We hear that life insur- 
ance production is going down, that 
business is harder to get, that com- 


panies are going to write less this year, 
and that selling conditions are more 
difficult. Part of all that we hear is 
true, and a great deal of it is not. What- 
ever the exact situation may be as 
regards writing new business, I am 
certainly of the opinion that the only 
hope for keeping up production lies 
in getting a sufficient number of new 
men into the ranks. The amount of 
new blood that is brought into any 
agency is the real measure of the prog- 
ress of that agency. 


What is the Real 

Measure of Progress? 

“I am not particularly interested in 
how much of a gain any one agency 
has shown in the last year or two. 
Almost everyone has been able to show 
a big increase in recent years, but the 
increase itself is not an exact indica- 
tion of the amount of progress being 
made by the agency. Suppose most of 
the gain has come from the same 
agents that produced a smaller amount 
of business a few years ago. If this 
is the case the agency, when you fol- 
low the thing right through to the 
bottom, has made no progress, but has 
merely shared in the general pros- 
perity of the country. Such a general 
agency has made no real forward move- 
ment. It has not built up anything. 
It has merely had an additional amount 
of business flow to it through the same 
channels. Perhaps a few men in the 
agency have individually progressed 
but very little creative has been done. 
Old machinery in any agency wears 
itself out after a while. There must 
be new men coming on to take the place 
of those who drop ‘out or die or begin 
to lose the ability to sell a good sized 
amount of business. 

“Now that business is beginning to 
slow up to some extent I notice that a 
great many men in the field are taking 
more interest in the question of get- 
ting agents. It is just being seen by 
some that perhaps after all it may be 
necessary to go out and get a few new 
men in order to keep up production. 
While things were going along 


smoothly and production was coming 
in at a satisfactory rate there was not 
the positive or pressing need for 
enlarging the agency organization that 
now exists. We are able to notice a 
very much increased interest in agency 
building and enlargement. 


Still Quite Possible 

To Get Good Men 

“We have pointed out to us by many 
of our men the difficulties of getting the 
right kind of men. We are told that 
hodcarriers, for instance, are getting 
$10 a day, and that men doing the most 
menial kind of work have been getting 
big money. This is told to us by way 
of explaining that with men in all 
classes of work getting big money it 
is really a difficult thing to build up 
an agency organization. I always like 
to point out that good life insurance 
men are seldom when brought into our 
work carpenters, bricklayers, plaster- 
ers, common laborers, hodcarriers, farm 
hands or anything of the sort. The 
factory workers and laborers who have 
enjoyed the greatest salary increases 
are not the men that we seek as life 
insurance recruits in good times or 
bad. The fact that they have been get- 
ting big money at this time has really 
nothing to do with the proposition. We 
get our new men from a different class. 
While salaries generally have been 
boosted up several degrees it is at the 
same time true that the average income 
of the life insurance agent has gone up 
very decidedly. We have something 
to offer. Men can make big money in 
the life insurance business today. We 
benefit the financial position of any 
first class man that we bring into the 
work, 


Old Plan of Getting 

Agents Did Not Work 

“I often think of the way that I used 
to go about it to get agents while I 
was in the field doing nothing else. I 
used to get into a town and after get- 
ting the lay of the land, get in touch 
with a few people of influence in the 
community, and attempt to get from 
them a list of names of possible agents. 
I used to make a call on a number of 
the leading men in the town and try to 
get leads from them. It was usually 
my plan to make an initial call, ask 
them to think the thing over, and see 
if they could not think of someone that 
might make a good agent for us. Then 
I would come back later to see what 
they had to say. The results under this 
way of working were not very satis- 
factory. My method of presenting the 
thing to the men that I talked to gave 
them only the idea that about the only 
men they could suggest were those out 
of a job, or who had been unsuccess- 
ful at other things, who were not well 
connected at the present time, or dis- 
satisfied or discouraged. It never 
occurred to them that they might give 
me the name of some promising man 
already very well situated. Invariably 
I was given a list of ne’er-do-wells that 
had not made a success of anything. 

“After a time I changed my entire 
plan of inquiring about promising 


material. I would go to a man and say, 
‘I want to get the names of a few live 
men in this town that you think might 
make good as agents for the Equitable. 
Never mind about whether you think 
I can get them or not. Leave that to 
me. I do not care how well they are 
connected, how much money they are 
making, how promising the future looks 
or what their business line up is. 

they are live, energetic, resourceful and 
know people in this town, all I want is 
a chance to try to convince them that 
what I have is the thing for them, Give 
the names of people in any line of busi- 
ness that you think might make good 
with what I have.’ The request made 
in this way brought as entirely differ- 
ent kind of prospect. I was presented 
with the names of some of the largest 
men in the community. It was often 
utterly impossible to expect to get 
some of these men to go into the life 
insurance business, but at the same time 
it was often possible to get in touch 
with just the right sort of man. Ask- 
ing for a list of possible agents in one 
way I got the names of a lot of dead 
ones. By wording my request just a 


little differently I got just what I 
wanted. 
Country Is Still 

Full of Good Men 

“I do not see that there is any 
change in this situation today. The 


country is still full of good men, They 
have not suddenly vanished from the 
face of the earth. They are here in 
greater abundance than ever before. It 
is merely a case of going after them 
intelligently, of ignoring the fact 
entirely that the average income has 
advanced, reaching out for the kind of 
men that will make good life insurance 
salesmen. It is entirely possible to 
build up an agency force with new men 
and the agency that does not see today 
the necessity of bringing in new men 
is not alive to conditions. 

“Here is what is going to happen: 
Business is going to be harder to get; 
agents are going to meet with more 
resistance; it is going to take longer 
to close cases; it will be necessary to 
work at least two hours a day more 
during the coming year to close as 
much business as was written in the 
year just ended, a number of men who 
have been able to sell a satisfactory 
amount of life insurance under favor- 
able and prosperous conditions are now 
going to encounter some rather rough 
sledding, their production is going to 
slow up and some are going to drop 
out entirely. General agents will have 
to give more time and attention to the 
men under their supervision. In brief 
it is just not going to be so easy to 
write life insurance as it has been. 

“All this means that the general 
agent who expects to keep up to his 
last year’s record or exceed it will have 
to hire regularly and systematically a 
certain number of new men. While 
the old force may be speeded up and 
urged on to greater efforts, after all the 
old force is capable of doing about so 
much, and extending itself about so 


far. The real gains must come from 
new men, While the agents who have 
been on the job are readjusting them- 
selves, getting used to the new condi- 
tions and learning to write business 
under very difficult circumstances, the 
new men will be bringing in a sufficient 
amount of business to keep up the vol- 
ume, The general agent who proposes 
now to do nothing but readjust his old 
staff so that as much or more business 
will be produced by the same men this 
year as last will wake up twelve months 
hence to find that he has been nap- 
ping. 
Best Time for Real 

Agency Building 

“Of course, the real agency build- 
ing should have been done during the 
times of heaviest production. When 
business is being written easily the gen- 
eral agent should give a lot of time and 
study to enlarging the agency force. 
When business is coming in without a 
great deal of effort on the part of the 
general agent, when it is not necessary 
to stimulate or help agents to a very 
great extent, there is much more time 
to be given to building up a new work- 
ing force. It is only in times of great 
production that the general agent can 
sit back and relax so far as the get- 
ting of new business is concerned. In 
normal times his chief thought is cen- 
tered on keeping up production, stim- 
ulating the men, educating them, and 
urging them on to greater efforts. 
When all this is unnecessary because 
of a natural increase in production on 
the part of the men, the agency man- 
ager can devote himself almost entirely 
to rounding up new material. It is then 
only the part of wisdom to do agency 
building during a period of heavy vol- 
ume, but’ unfortunately it seldom is 
done. Big increases are made and the 
necessity of getting out and shelling the 
woods or beating the bushes is not felt. 
Agency managers are rather inclined to 
rest on their oars and take things easy. 
I do not think that the test of the prog- 
ress of an agency is what it is doing 
today so much as what it could be 
doing based on today’s favorable op- 
portunity. 


Not Too Late Now 

To Get New Blood 

“Now that agency men are beginning 
to feel the pinch a little bit there is a 
greater interest being shown in agency 
building. It is, in a regrettably large 
number of cases, a belated interest. It 
is coming late, but not too late. The 
fact that an interest in this question 
is being shown at all indicates that any 
who have it are possessed of an under- 
standing of the fact that unless new 
blood is brought into the agency ranks 
production must drop. We simply 
cannot expect *the men who have been 
going at a high rate of speed to keep 
on performing as they have. New 
writings are going to go down to a cer- 
tain extent except where an unusual 
effort is made. It is from the new men 
that the business will come that will 
enable the companies to make the right 
kind of a showing this year.” 
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SUBSTANDARD CLASS FOR 
THE LAST TWO YEARS 


Phoenix Mutual Life Goes Over 
Its Experience With Much 
Satisfaction 


RESULTS ARE GRATIFYING 


Company Says That it Has Pursued a 
Conservative Policy in This 
Department 


The Phoenix Mutual Life gives a re- 
view of its substandard business for the 
last two years. It says: 

In the first place, we find that in 1920, 
the ratio of policies issued on under- 
average lives to the total number writ- 
ten, 6%% (in 1919, 5%%), is well within 
the bounds of conservatism. It has been 
the policy of the company that the sub- 
standard business should constitute but 
a relatively small proportion of the total 


issue, and we are happy to state that 
our field representatives have enabled 
this policy to be carried out. Every 
application received has been studied 
with the sole purpose of issuing insur- 
ance upon some basis if possible. Of 
course, there are certain types of im- 
paired risks that we are not yet ready 
to accept, even on a rated basis, until 
we can feel more certain of our ground. 


Not Seeking the Business 


The results seem to prove conclusively, 
that our agents are not going out of 
their way to find underaverage ap- 
Plicants for insurance—those that have 
been submitted to us have, presumably, 
been encountered by the men in their 
regular everyday canvass. This is pre- 
cisely the result that we had hoped for 
when we extended the scope of our sub- 
standard business two years ago. We 
wanted to find a way to save for the 
men in the field business that had been 
well sold, but which we had hitherto 
been obliged to reject because the risks 
were not insurable at standard rates. 


First Year Commissions Saved 


This brings us to the second source of 
gratification mentioned above, and this 
will, no doubt, appeal more strongly to 
the field than the other. Excluding the 
accepted with impairments due to over- 
weight or occupation (these types of 
risks were insured prior to 1919) we cal- 
culate that some million and a half of 
business was issued in 1919, which pre- 
viously would not have been acceptable. 
The impairment in practically all of 
these risks was of a medical nature. Of 
the 1919 substandard business nearly 
80% was placed and paid for. This 
means that over $18,000 in first pre- 
mium commissions was saved for our 
agents. 

In 1920 the company issued policies for 
$2,450,000 to medically impaired risks 
(excluding overweights and those rated 
because of occupation as before) and at 
this date 70% has been placed and paid 
for with 6% still outstanding. Estimat- 
ing, as before, we find that over $27,000 
in first year commissions has been paid 
our agents on these classes of substand- 
ard business. 

Thus, it develops that in the last two 
years, our extended scope in the under- 
writing and acceptance of underaverage 
risks has meant some $45,000 in first year 
commissions alone. Not only are we 
pleased at the substantial sum saved to 
Phoenix agents, and that our substand- 
ard business has continued within con- 
servative limits, but it is equally grati- 
fying to know that protection through 
insurance has been extended in this 
larger measure, 

As a matter of pasing interest, we 
might analyze briefly the last two years’ 
substandard issue. In 1919, 30% of the 
policies in the substandard group were 
rated because of occupation. The ratio 
in amount of insurance was only 17%, 
however. The corresponding percent- 
ages for 1920 were 22% in number of 
policies and 10% in amount of insurance. 
This result would indicate that the pol- 
icles for this class were in amount, 
smaller than the average. Overweights 
accounted for 28% of the substandard 
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BALTIMORE’S PROGRAM 
MANY GOOD SPEAKERS LISTED 


Attendance of 600 Predicted for South- 
eastern Sales Congress—Wheaton 
to Preside 


BALTIMORE, MD., March 9—A 
large attendance is assured when Presi- 
dent Frank M. Wheaton of the Balti- 
more Life Underwriters Association 
calls the third Southern Sales Congress 
to order here tomorrow. Both Hagers- 
town and Washington are sending large 
delegations and it is expected that the 
attendance will be above the 600 mark. 
The complete program follows: 


Morning Session 


Frank M. Wheaton, President Balti- 
more Life Underwriters’ Association, pre- 
siding. 

Invocation, Rev. Dr. Harris E. Kirk, 
Pastor Franklin Street Presbyterian 
Church, Baltimore. 

Welcome, William F. Broening, Mayor 
of Baltimore. 

Address, Barney Pearson, Dallas, Tex.. 
“The Selling Process or the Strategy of 
the Sale.’ 

Open Forum, Charles R. Posey, Balti- 
more, Chairman. (Each speaker limited 
to three minutes.) 

(a) Enough Prospects. 

(b) City Soliciting. 

(c) What I Sav to the Prospect Dur- 

ing the First Two Minutes. 

(ad) Approaches for big business men. 

(e) Approaches for Women Prospects. 

Address, Leonard A, Spalding, Balti- 
more, “Estates Preadministered by Life 
Insurance,” a chart and blackboard talk. 

Open Forum, “Life Insurance to Cover 
Inheritance Taxes.” A. L. Baldwin, Wash- 
ington. D. C., Chairman. (Each speaker 
limited to five minutes.) 


Afternoon Session 


Eugene G, Adams, President District 
of Columbia Life Underwriters’ Associ- 
ation, presiding. 

Address, Orville Thorp, President Na- 
tional Association of Life Underwriters, 
“Business Insurance and Life Insurance 
Covering Bank Credits. 

Address, Albert C. Ritchie, 
of Maryland. 

Open forum, Questions and Discussion. 
Paul F. Clark, Baltimore, Md., Chairman. 
(Each speaker limited to three minutes.) 

Business Insurance: 

(a) Corporation and Co-partnership. 

(b) Value to the One Man Concern. 

(c) Legal Aspects and Income Tax. 

(d) How Much Should a Partnership 

or Corporation Buy. 

Address, Charles W. Scovel, former 
President National Association of Life 
Underwriters, Pittsburgh, Pa., “Monthly 
Income Insurance and Old Age Provision 
for the Insured.” 

Open forum, Questions and Discussion, 

K. Voshell. Baltimore, Chairman. 
(Each ee | — to three minutes.) 

Banquet, m.. Southern Hotel. 
Speakers: Witllam F. Broening, Mayor 
of Baltimore; Dr. Harvey W. Wiley, Di- 
rector Pure Food Bureau, Washington, 
D. C.; John M. Hood, President Crown 
Cork and Seal Co., Baltimore, Md.; Or- 
ville Thorp, President National Associa- 
tion of Life Underwriters, Dallas, Tex. 


Governor 








policies for 1919, and 26% in 1920. As to 
amount of insurance, they had 36% in 
1919, and 33% in 1920. For this class, 
therefore, we have an interesting con- 
trast to the occupational class, in that 
the policies were for larger amounts 
than the average; in fact, the average 
policy for the overweight in 1919 was 
in 1920, $4,500. These 
results seem to suggest that prosperity 
(judged by the amount of insurance pur- 
chased) induces, or is at least accom- 
panied by an increased avoirdupois! 


Impairment by Ratios 


Impairments of the heart and blood 
vessels, such as various types of heart 
murmurs, high blood pressure, rapid 
pulse, ete., constituted approximately 
12% of the group for both 1910 and 1920, 
both as to number of policies and amount 
of insurance. Impairments of the urin- 
ary system, such as albumin, casts or 
Sugar in the urine, amounted to 10% 
(12% in amount of insurance) in 1919, 
and 16% in 1920 (19% in amount of in- 
This is quite a substantial 
increase in that particular class and 
shows that the greater number of speci- 
mens that were asked for in 1920 un- 
doubtedly enabled us to issue a greater 
proportion of business of this class than 
in the year before. 

These four types of underaverage risks 
make up from 75% to 80% of the whole 
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SPECIALISTS DEPLORE MOVE 


General Insurance Agents and Brokers 
Gradually Getting Into the Life 
Insurance Field 


Chicago life insurance men who are 
devoting all their time to the work, find 
that more and more encroachments are 
being made by the general insurance 
offices. The Rollins-Burdick-Hunter 
Company, one of the large local agen- 
cies in the Insurance Exchange, has 
just established a life insurance depart- 
ment. Critchell, Miller, Whitney & Bar- 
bour and Moore, Case, Lyman & Hub- 
bard, two of Chicago’s big four offices, 
now have full-fledged life insurance 
departments and are writing an exten- 
sive business. More and more the 
casualty and fire broker and agent in 


Chicago are extending their operations. 


into life insurance activities. 
Property Lines Reduced 


These agencies declare that during 
the war period, values were constantly 
increasing. There was a big demand 
for property insurance. Fire and all 
casualty lines were increased materially. 
About all these offices could do was to 
handle the demands that were coming 
in naturally from customers. Now the 
cancellations and revisions are heavy. 
Values have decreased and insurance is 
being reduced. This, naturally, affects 
the income of these offices. They are 
casting about for some means to bolster 
up their income. They find that by 
combing over their present policyhold- 
ers, they can perhaps, interest them in 
life, accident and health insurance. This 
primarily is the motive for the big offi- 
ces to open life insurance departments. 

The casualty and fire people have an 
entree to business men that life insur- 
ance men do not have because of the 
numerous questions that are arising in 
connections with property insurance. 
In other words, they do not have to 
study methods of getting an interview 
with a prospect. They can naturally 
bring up the subject in almost any in- 
surance interview. This is where the 
general insurance man has an advan- 
tage. 

Want Tendency Checked 

The Chicago Life Insurance Field 
Men’s Club and the life insurance spe- 
cialists in general are making heroic ef- 
forts to check the tendency and to hold 
life insurance writing in the hands of 
trained agents. They contend that it 
is impossible for a fire or casualty agent 
or broker to give the Proper life in- 
surance counsel or service. Some com- 
panies are making special drives on 
brokers and agents to get them lined 
up and to encourage them in soliciting 
life insurance. President I. B. Jacobs 
of the Chicago Life Insurance Field 
Men’s Club said the other day that the 
life insurance specialist is more needed 
than ever before. He contends that it 
is a travesty on the business to have a 
general insurance man attempt to ad- 
vise a prospect as to his life insurance 
program. 





group, the balance being divided up 
among a dozen or more different kinds 
of impairments. 


Analysis of Substandard Policies 


1919 1920 
No. Amt. No. Amt. 
Overweight ..... 28% 36% 26% 33% 
Occupation ...... 30% 17% 22% 11% 
Urinary System... 10% 12% 16% 20% 
Heart and Blood 
Vessels - 14% 13% 11% 12% 
Miscellaneous Im- 
pairments ..... 18% 22% 25% 24% 


100% 100% 100% 100% 














Alfred Hall has been appointed district 
agent for the Mutual Life of New York at 
Fond du Lac, Wis. The agency was last 
in charge of Maj. E. R. Herren, who died. 





SARGEANT COMMENTS 
ON PRESENT DEMAND 


Vice-President Massachusetts Mu- 
tual Life Tells About the 
Present Conditions 


NEED FOR GREAT SERVICE 


Life Insurance Is Affected by Depres- 
sion as Little as Any Business 
Activity 


W. H. Sargeant, vice-president of the 
Massachusetts Mutual Life, in his talk 
before the mid-west agencies of the 
company at Chicago, commented intel- 
ligently and frankly on the conditions 
of the day and assumed the role of a 
prophet. Mr. Sargeant declared that re- 
adjustment had been necessary. It had 
to come. Different lines of business had 
to make changes. He said that the 
present financial and business situation 


in this country is not nearly as bad as 
in some periods of the past. 

He stated that industry, integrity and 
faith are the under-pinnings of normal 
life. They are the elements necessary to 
success. If they can be found in a peo- 
ple, the outcome is not uncertain at all. 
Mr. Sargeant said that the life insur- 
ance business is probably as little af- 
fected as any other activity. 


Stability is Needed 


The very conditions of the day call 
for adequate protection. The uncer- 
tainties of the times, the disturbed busi- 
ness conditions and the fact that things 
are not normal call attention particu- 
larly to the stability, permanency and 
protection that life insurance affords. 
Business men of all kinds cling to life 
insurance as the surest anchor. He said 
that in some cases there is an absolute 
lack of ready cash and, naturally, peo- 
ple engaged in lines where they cannot 
raise money can be eliminated as pros- 
pects. There are plenty of prospects, 
however, that have a margin left over 
and above their cost to live. 


Highest Service Required 


He said that all life insurance agents 
should adopt a policy of able, painstak- 
ing and industrious effort. It will be 
necessary to give close attention to the 
business. Life insurance men should be 
acquainted with the arguments for life 
insurance to meet the needs of this par- 
ticular time when there is more or less 
unrest manifested. The very highest 
form of assistance to policyholders 
should be adopted. 


Molders of Public Opinion 


One of the great duties of the day, 
so far as life insurance men are con- 
cerned, in his opinion, is to keep pres- 
ent policies on the books. Life insur- 
ance men should offer the very best 
brand of service that they can. They 
should give good, sound advice. They 
should so equip themselves that the 
counsel that they give will be intelli- 
gent and dependable. Life insurance 
men, he said, are necessary molders of 
public opinion. They should get the 
right view of the times. Agents will 
have to readjust their prospect records. 
There are many people that are pros- 
nects now that have not been in past. 
Some that could have bought insurance 
in the past are unable to do so now. It 
simply means a change of pasture. Life 
insurance men should adapt themselves 
to the conditions of the times. 





Charles G. Hinsdale, one of the oldest 
employes of the Northwestern Mutual 
Life of Milwaukee. died March 5, after a 
ae illness. Mr. Hinsdale was employed 
in many departments of the company 
during a long period of service. 
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COLUMBUS CONGRESS 
IS PRAISED BY THORP 


Good Results in Central Ohio Ter- 
ritory Predicted as a Result 
of Meeting 


MORE THAN 500 ATTEND 


Associations at Lima, Springfield and 
Newark Join With One at the 
Ohio Capital 





COLUMBUS, O., March 8.—“This 
has been one of the finest and best sales 
congresses I have attended,” said Or- 
ville Thorp, president of the National 
Association of Life Underwriters, at the 
close of the second sales congress held 
Saturday under the direction of the 
Columbus Life Underwriters’ Associa- 
tion. He was enthusiastic over the re- 
sults attained and predicted that the 
good seed sown here would aid in rais- 
ing the standard of life insurance men 
and in increasing the volume of busi- 
ness throughout the entire central por- 
tion of Ohio covered by the congress. 

More than 500 life insurance agents 
attended, with large delegations from 
Lima, Springfield and Newark, the local 
associations in those cities having co- 
operated in the arrangements for the 
congress. The chief address of the con- 
gress was made by President Thorp 
on “The Opportunity for Service in Sell- 
ing Life Insurance.” 

National Association’s Work Praised 

C. B. Wiles, president of the Colum- 
bus Association, presided, and in wel- 
coming the delegates called attention to 
the importance of the work the National 
Association is doing in holding sales 
congresses in strategic cities in the 
United States. The welcome on behalf 
of the city and of the business and 
professional men was extended by E. P. 
Tice, general agent of the Midland Mu- 
tual Life in central and southern Ohio. 
He told the insurance men that the 
Chamber of Commerce would gladly co- 
operate in everything possible for the 
betterment of the profession. ; 

Spirited singing took place during the 
sessions under the’ direction of Wilber 
O. Miles, life insurance man of Colum- 
bus. The invocation was delivered by 
Dr. Irving Maurer, successor to the 
late Dr. Washington Gladden as pastor 
of the First Congregational Church. 

Scovel on “Business Insurance” 


Charles W. Scovel of Pittsburgh, 
former president of the National Asso- 
ciation, spoke on “Business Insurance 
With Special Reference to Using Life 
Insurance to Reinforce American 
Credits.” He urged upon the life insur- 
ance men the importance of this branch 
of their business, pointing out that busi- 
ness men are more and more learning 
that this class of insurance is a mighty 
good talking point when they go to a 
bank to negotiate a loan. A. M. Kemery 
of Columbus had charge of the general 
discussion on business insurance. 

At the dinner at noon B. W. Gear- 
hart, recently named state superintend- 
ent of insurance by Governor Davis, 
congratulated the life insurance men on 
the high standards they are maintaining 
in their profession. He assured them 
of the services of his department in all 
forward movements for the betterment 
of insurance. 

Burden of Inheritance Taxes 

President Thorp spoke in the after- 
noon on “Life Insurance Covering 
Estate and Inheritance Taxes.” By 
means of illustrations on the black- 
board he showed how great a burden 
upon the estate of the average man were 
the federal and state income taxes. He 
urged upon life insurance men that they 








UESTION—In your issue of Feb. | 
Q 3 you carry an article in which 

you state that the Internal Rev- | 
enue Department has ruled that if life | 
insurance be taken out as security for 
debts, the premium thereon can be de- 
ducted on income tax returns. 

Your article does not go into detail 
and explain just how these policies must 
be payable, and we would like some 
additional information regarding same 
as follows: 

1. Must the life insurance policy be 
payable to the bank or other loaning 
agency? Or should it be payable to the 
estate? 

2. Must a direct connection be made 
either by policy or agreement by letter 
to the loaning power? Or is it just 
sufficient for the insurance to have the 
intent? 

3. What evidence must be shown to 
the Internal Revenue Department re- 
garding the deduction? Is there a limit 
to the amount that can be deducted? 

* . * 

Answer—The answer to your first 
question is no, the life insurance policy 
does not necessarily have to be payable 
to the bank or some other loaning 
agency. It makes no difference whether 
the policy is made payable to the bank 
or the estate so long as the other con- 
ditions of the ruling are carried out. 


Important Feature of Ruling 


The most important feature of the 
ruling is involved in your second ques- 
tion. The ruling states specifically that 
the policy must have been taken out for 
the sole purpose of using it as security 
for a loan, and in another sentence 
states that the policy must be required 
as collateral. In other words, the in- 
surance must not only have the intent 
of protecting the loan, but it must be 
shown that the creditor requested or 
required it. Other specific require- 
ments are that the policy must be taken 


HOW PREMIUM CAN BE DEDUCTED 





out for a business purpose arising out 
of certain transactions between the as- 
sured and his creditor; the policy must | 
have been requested by the creditor as | 
collateral to cover a specific loan, and 
the policy must be a new policy, mean- 
ing that it cannot be a policy which was 
taken out prior to the loan, and later | 





call the attention of 
the.need of having special protection to 
take care of the inheritance taxes. He 
said that often such taxes run as high 
as from 15 to 25 percent. Mr. Thorp 
said that as far as he can find there is 
no indication that there will be any re- 
duction in federal inheritance taxes and 
that everything pointed to the states in- 
creasing rather than reducing their in- 
heritance taxes. Mr. Thorp said that 43 
states already have inheritance taxes, 
assessed without regard to the federal 
inheritance taxes, and that two other 
states are planning laws for the imposi- 
tion of such state inheritance taxes. He 
said the wise business man is taking 
out extra life insurance to guard 
against the shrinkage of his estate by 
reason of the federal and state in- 
heritance taxes which must be paid be- 
fore the administrator can get relieved 
from the duties imposed by law. 
“Ginger Up” Talks Appreciated 

Charles W. Scovel gave a ginger-up 
talk which was greatly appreciated by 
the agents. He gave examples of crea- 
tive soliciting, urging each man to work 
hard. He assured them that success 
would crown their efforts. 

Indications are that a third sales con- 
gress will be held in Columbus about 
this time next March. The success of 
this congress caused the making of 
tentative plans for next year’s congress 
before the meeting adjourned. 





Dr. George E. Tucker, medical director 
of the industrial division, Aetna Life, 
spoke recently before the Manufacturers 
Association at St. Charles, 8S. C. His 
subject was “Group Life Insurance.” 





oe 


assigned to the lender as security for 
such loan. 


Illustration Is Given 


By way of explaining the statement 
that the policy must be taken out for a 
business purpose we will cite a specific 
case. A prominent general agent in 
Chicago purchased a house some time 
ago, making a loan in order to meet 
the initial payment. He did not move 
into the house, but rented it to tenants. 
He took out a $5,000 policy on his life, 
payable to his estate, to cover the loan, 
and deducted the premium as an allow- 
able business expense from his income 
tax report. He has now decided that 
he will occupy the house himself. Once 
he has moved in, the premiums on the 
policy will no longer be deductable be- 
cause the deal then ceases to be a busi- 
ness transaction. In other words, while 
he was renting the house it was a busi- 
ness proposition, but when he is occupy- 
ing it himself it loses this characteristic. 


Question As to Evidence 


In answer to question three, there is 
no requirement in the ruling that evi- 
dence must be produced to prove that 
the policy is required as collateral. It 
is, however, a very simple matter to 
produce evidence of this nature at any 
time it might be requested. So long 
as certain that the premiums are a de- 
ductable expense, it is not difficult to 
get the creditor to produce evidence 
that the policy was required as col- 
lateral at any time the borrower might 
ask for it. The fact that his loan is 
secured by life insurance will make him 
only too glad to do so. If the policy- 
holder is positive that the policy is of 
the nature outlined in the ruling, then 
he should deduct the premiums from his 
tax return. 

Another matter which might be called 
to your attention is the last paragraph 
of the ruling, which states that “a cor- 
poration which takes out a policy on the 
life of one of its officers for the pur- 
pose of using the policy as collateral 
may not deduct the premiums paid 
thereon.” This paragraph was injected 
into the second and most recent ruling 
for reasons unknown. 


Northwestern’s Big Tax Payment ; 


Last week’s mail carried a package 
un@er first-class postage from Milwau- 
kee to Madison, Wis., containing the 
annual statement of the Northwestern 
Mutual Life and a check for $581,182.07, 
in payment of tax on the 1920 income 
of the company. No protest attended 
the delivery of the tax payment this 
year, the first time in three years. 
Heretofore, the company protested the 
state income tax levy on the income 
from policy loans. The Wisconsin su- 
preme court recently decided that the 
levy was valid. The gross income on 
which the company paid taxes for 1920 
was $19,372,735.83, and this includes 
gross income from all sources, except 
rents of realty and premiums collected. 
The rate of taxation basically is 3 per- 
cent. 





License Is Dead Letter 


The Chicago brokers license or- 
dinance is practically a dead letter. 
Most of the insurance men are paying 


no attention to it. The efforts of the 
city to prosecute offenders came to 
naught. The city found that it could 


not enforce the ordinance where insur- 
ance men held licenses from the state. 
Almost all the life agents are licensed 
by the companies for which they write 
insurance. An attempt was made to 
force some of the Metropolitan Life 
men to take out a broker’s license, but 
when they exhibited their state licenses 
the suits were dismissed. Evidently the 
city authorities are not trying to do 
anything with it. 





TYRRELL DISCUSSES 
TAXATION QUESTION 


Official of Northwestern Mutual 
Speaks Before Marquette 
University Class 





IS STUDENT OF SUBJECT 





Address Reviews Results of Many 
Years of Careful and Pains- 


taking Investigation 





MILWAUKEE, Wis., March 9.- 
Henry F. Tyrrell, librarian of the 
Northwestern Mutual Life, in a lecture 
on “Taxation” before the life insurance 
class in the department of economics of 
Marquette University Monday evening, 
said: 

“It may be settled as a fact that a 
State can require life insurance com- 
pay a license fee for the 
privilege of transacting business. The 
only questions to be answered are, ‘shall 
it be done?’ and ‘how?’ The supreme 
court of the United States has held that 
as the granting of the privilege rests 
entirely with the discretion of the state, 
whether the corporation be of domestic 
or foreign origin, it may be conferred 
upon such conditions, pecuniary and 
otherwise, as the state in its judgment 
may deem most conducive to its inter- 
ests and policies. 

“There is the nub of the entire ques- 
; =. 
tion. The State needs spending money; 
life insurance companies have to pay 
for a license to do business and the 
state has a perfect right to say how 
much they shall pay. As an English- 
man might be inclined to inquire, ‘what 
next?’” 


panies to 


Has Made Study of Taxation 


Mr. Tyrrell has made a special study 
of life insurance taxation for thirteen 
solid years. A few intimate friends 
know of a “book” reposing in his pri- 
vate archives, on this subject. It is not 
finished, and perhaps never will be, says 
Mr. Tyrrell. It contains a digest, to 
date, of everything that has been 
printed or said (and published, publicly 
or privately) on the subject of life 
insurance taxation As new things 
come along, Mr. Tyrrell digests them, 
formulates them and dictates another 
“piece” for the “book”. He will not 
say that he will not publish it some 
time, or that he will. 

This undertaking and the results so 
far achieved, were the foundation and 
basis for the lecture at Marquette, 
before the class in charge of Clifford L. 
McMillen, general agent of the North- 
western Mutual in Milwaukee, and 
“professor” of the college. Mr. Tyr- 
rell’s lecture necessarily was, for the 
purpose intended, devoted much to the 
academic side of the problem. 


Is “League of Neighbors” 


Discussing the popular misconcep- 
tion of the purposes and functions of a 
life insurance company, he said: 

“A life insurance company is a 
League of Neighbors who agree to 
incur a small immediate loss in order 
to receive indemnification for a large 
future loss. Each insures the other 
but instead of organizing every time a 
death occurs they turn to a medium 
already perfected to carry out the idea 
of indemnification. That medium, of 
course, is the life insurance company. 
Life insurance must necessarily be car- 
ried on by corporations. It must be 
made certain that the insurer will out- 
live the insured. Furthermore, there is 
no practical way in which business of 
such magnitude can be carried on other 
than in corporate form. 

“Most persons do not understand the 
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THE RIGHTS OF 
THE INDIVIDUAL 


AND THE SAFEGUARDS 
OF INDIVIDUAL RIGHTS 


IGHTS and duties are personal. Pleasure and pain 
R are personal. The combined rights of individuals 
make up the rights of nations, and the “rights” of 
nations sometimes clash. It was for the protection 
of these individual rights that Americans entered the war; 
it was to defend these rights that we raised vast armies, 
disciplined and equipped them, and sent them overseas to 
fight. It was for individual rights that our men fought so 
heroically. Their victory is a victory for individual rights. 
Laws and Courts and treaties and baliffs and armies 
are properly the safeguards of individual and national rights. 
The first law of mankind was club-law,—the law of the 
strongest—the law of the jungle. The ultimate law,—the 
law toward which Democracies are struggling,—will be the 
law which gives every individual his rights, harmonizing 
them with other men’s rights. 

In a Democracy men are assumed to have been born with 
certain inalienable rights which are protected and restrained 
by laws which men themselves more or less directly make 
and execute. 

Laws are not rights; they should define rights and be 
their safeguard. 

Apply this reasoning to Life Insurance and see how 
reasonable and how imperative it becomes. 

The wife, who is the home-maker, and who, while 
making the home, loses the opportunity to earn an inde- 
pendent income, has the right to some sort of protection 
against the risk of her husband’s death. Children have a 
right to be well brought up and well educated. These rights 
should be safeguarded as against the death or total dis- 
ability of the husband and father. In most cases there is 
no safeguard except Life Insurance. 

The rights of the individuals,—husband, wife and chil- 
dren,—are written in the policy, and are further safeguarded 
by the accumulations of the insuring company and by the 
laws under which it operates. You can’t live real democracy 
without insuring your life. 

The New York Life Insurance Company issues a Policy 
insuring against the risk of death or total disability. Be- 
hind each Policy is seventy-four years of experience, abundant 
resources, and the supervision of laws that define and main- 
tain the rights of individuals. 


NEW YORK LIFE INSURANCE Co. 
346 Broadway, N. Y. 


DARWIN P. KINGSLEY, President 























functions and character of a life insur- 
ance company. That is where the dif- 
ficulty lies in trying to solve its prob- 
lems particularly when the state is 
involved. The ‘common people’ so- 
called—those uncommon folk who make 
the laws of our land—have gotten a 
wrong impression about it. Possibly 
they see too much and they mistake 
what they see for reality. 

“A life insurance company may have 
all the outward appearances of bigness 
and richness and corporate prosperity; 
it may receive and disburse bewilder- 
ing sums of money; it may employ an 
impressive array of officers and other 
employees; it may helplessly and falsely 
create the impression that immense 
profits result from its complex transac- 
tions and eye and mind may be carried 
away by all the appearances but the 
man who is concerned in fundamentals 
will wipe away all the trimmings and 
see in a life insurance company nothing 
but the neighborly spirit of cooperation 
exalted by systematic treatment. * * * 


Reserve Is Sacred Fund 


“The ‘reserve’ is the sacred fund of 
a life insurance company—the fund 
which guarantees the fulfillment of its 
contracts—and it must be kept at all 
times intact and in all circumstances 
safe. The ‘reserve’ of the Northwestern 
Mutual Life Insurance Company of this 
city, today is about one-fifth of its 
insurance in force or in the vicinity of 
$400,000,000. The average policy of the 
company is about $3,000, so the aver- 
age reserve per policy is about $600. 
If this were in the pockets of the policy- 
holders of that company or in a sav- 
ings bank, it would be tree from taxa- 
tion but because the Northwestern has 
it and keeps it in safety and without 
making a cent of profit on it, taxes 
aggregating about $2,000,000 were im- 
posed on that company last year. 

“No legislator, economist, student or 
layman has ever justified such a tax 
except on the ground of expediency.” 


KANSAS BILL CAUSES STIR 


Discovery of Alleged “Joker” Causes 
Withdrawal of Measure by House 
Committee 


The discovery of an alleged “joker” 
in a retaliatory bill in the Kansas leg- 
islature, which had been reported 
favorably by the insurance committee 
of both houses, has caused the with- 
drawal of the bill from the house by the 
insurance committee and the measure 
probably will be killed by that commit- 
tee. The bill provides that “when by 
the laws of any other state or country, 
any fine, penalties, licenses, fees, de- 
posits, or other obligations of prohibi- 
tions, additional to or in excess of those 
imposed by the laws of this state upon 
foreign insurance companies and their 
agents, are imposed on insurance com- 
panies of this state and their agents, 
the same fines, licenses, fees, deposits, 
obligations or prohibitions shall be im- 
posed on all insurance companies of 
such state or country and their agents 
doing business or applying for it to this 
state.” 

It is the word “prohibitions” in the 
bill which caused trouble. Under that 
provision, companies in states with 
higher requirements than those in Kan- 
sas could not do business in Kansas 
unless the requirements in the home 
state were reduced to the Kansas level. 
For instance, there are several states 
which prohibit the sale of stock and 
insurance in the same contract. Kansas 
does permit it. Companies organized 
in states where this is prohibited would, 
therefore, be barred from Kansas. Other 
similar prohibitions in different states 
would have the effect of barring a large 
number of companies. 

The bill was involved in the contro- 
versy which led up to the dissolution 
of the Kansas Life Underwriters’ Asso- 
ciation. 


The first girl to serve as a page in the 
Indiana legislature is Josephine Dilts, 
daughter of Roy Dilts, a Lincoln Life 
agent at Angola, Ind. 





Use | 921 Argument to 
Meet 1921 Conditions, 
Urges W. S. Ashbrook 


HILADELPHIA, PA., March 9.— 

The life insurance agent who adapts 
himself to 1921 conditions and meets 
his prospects with 1921 arguments will 
write just as much business, if not 
more, than he did last year. This is 
the opinion of William S. Ashbrook, 
agency secretary of the Provident Life 
& Trust. 

Mr Ashbrook declares that the out- 
look for this year is very good, al- 
though the volume for the first two 
months was not quite up to 1920. How- 
ever, business is rapidly picking up and 
the next few months should find writ- 
ings on as big a scale as 1920. 

“Last year,” stated Mr. Ashbrook, 
“started out very good. From the busi- 
ness written the first few months of 
last year it looked as though the year 
would be a remarkably big one. How- 
ever, as the months passed the amount 
of business became smaller and smaller, 
and November and December were very 
far behind January and February. This 
year, however, conditions are just the 
opposite; the year started out with a 
small January and will increase each 
month. The end of the year should 
find a volume of business as great, if 
not greater, than 1920.” 

Mr. Ashbrook declared that he under- 
stood the rural sections to be the worst 
in getting back to normal conditions. 
While he had no statistics on the situa- 
tion, he said he had been informed that 
wages and labor in the agricultural sec- 
tions were very slow in getting ad- 
justed. 

Mr. Ashbrook reaffirmed his state- 
ment that life insurance agents must 
change their sales attitude to meet 1921 
conditions. “They must use,” he de- 
clared, “the 1921 argument.” 

He was asked what he meant by “1921 
argument,” and said: 

“The first part of 1920 practically 
every business man was enjoying big 
profits and was looking forward to en- 
joying these profits all the time. He 
was accepting these profits as an insur- 
ance for the future, and expected that if 
they continued for another two years 
he would be well fixed for the rest of 
his life. He bought life insurance not 
as a necessity, but as a luxury. 

“This year things are different. The 
big profits have suddenly evaporated 
and the business man must buy insur- 
ance not as a luxury, but as a neces- 
sity. The year 1921 is a bad one for any 
man to die in, and the insurance agent 
must bring that point home strong. 
Firms today are, to use a marine ex- 
pression, running ‘close hulled,’ and if 
the head or guiding hand of the busi- 
ness were to die suddenly, the business 
would most likely have to be closed 
up and sold at a big shrinkage. With 
the guiding hand remaining with the 
business, it is only natural to assume 
that when business again becomes 
normal the firm will again start to make 
money. The majority of the people 
realize that 1921 is a bad year for them 
to die in, and this is the ‘1921 argu- 
ment’ that the insurance agent must 
adapt himself to.” 


War Risk Head to New York 

. Col. R. G. Cholmeley-Jones, who has 
resigned as direcror of the Bureau of 
War Risk Insurance, will become vice- 
president of the Finance & Trading 
Corporation of New York, one of the 
organizations affiliated with the firm of 
G. M. P. Murphy & Co. Col. Chol- 
meley-Jones will retain office in the 
bureau until the secretary of the treas- 
ury shall designate a successor. 

Col. Cholmeley-Jcnes was connected 
with the Finance & Trading Corpora- 
tion for a short time in 1919, following 
his return from France, where he was 
in charge of war risk insurance matters. 


The Fidelity Mutual has just inaugu- 
rated a drive for $7,000,000 of business in 
March. 
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71st Annual Statement 


ALTNA LIFE INSURANCE COMPANY 


AND AFFILIATED COMPANIES 


Etna Casualty & Surety Co. Automobile Insurance Co. 


OF HARTFORD, CONNECTICUT 
MORGAN G. BULKELEY, President 


AETNA LIFE INSURANCE COMPANY 


CAPITAL STOCK $5,000,000.00 


Life, Group; Accident & Health, Group; Liability & Workmen’s Compensation Insurance 
JANUARY 1, 1921 

















ASSETS LIABILITIES 
inte Cee: IO. oo ov ccacsesesccccceesses $  1,375,000.00 Reserve on Life, Endowment and Term Policies. .$123,451,986.00 
Real Estate Acquired by Foreclosure............ 16,689.92 Reserves Not Included Above................... 3,473,350.80 
Casas come Bee wind Oia THINS. x <5 55k ccc wcrc scecees 7,081,108.13 Premiums Paid in Advance and Other Liabilities. 1 976,303.02 
SN ONE Pion ccnnieseddcee ce dnkveconsacee 66,982,686.79 Unearned Interest on Policy Loans............. 375,130.07 
Mortgages Secured by Real Estate.............. 72,919,028.23 SOUS FO PED OR BOs ccccwcsescccescoccses 1.512,652.16 
MS CIs od cutee sc dicwssevenseseeee's 949,039.00 Reserve for Special Class of Policies, and Divi- 
Loans Secured by Policies of This Company...... 13,683,406.68 dends to Policyholders Payable in 1921 ($1, 
Interest Due and Accrued December 31, 1920.... 4,110,446.44 EEE. ick duncwcencaunded smewwn xan 4,096,564.26 
Due from Reinsurance Companies and Others.... 35,154.90 Losses and Claims Awaiting Proof and Net Yet 
Premiums in Course of Collection and Deferred = NIE: i ciahacsgrdcraval ac ws co dae bo atin atc a aa tarde ecard aa 1,953,566.16 
hae et SI SS ey dee 7,463,101.79 Unearned Premiums on Accident, Health and Lia 
Amortized Value of Bonds and Market Value of eR 6 nia o'nsa tik ads eiges se He whem ss 7,707 429.48 
Stocks Over Book Value, Less Assets Not Ad- Reserve for Liability Claims.................... 13,927,967 .28 
(5 EEE IS EOI RE Era D NMI PI eR Lora 2,886,704.26 SEND GS UIDs 6 ks coc cccccecccececcce 19,027 ,416.91 
ee a ae ee $177,502,366.14 Total Liabilities...............0000000$177,902,366.14 
Increase in Premium Income.................... $ 9,769,496.54 New Life Insurance Issued in 1920............. $ 531,675,514.01 
ie a eese 14,404,653.68 Life Insurance Paid for in 1920................ 495,216,386.01 
Increase in Surplus to Policyholders............. 1,572,144.30 Life Insurance in Force Jan. 1, 1921............ 1,155,589,341.08 
Increase in Life Insurance in Force............. 262,913,031.22 Payments to Policyholders During 1920........ 29,221,322.11 
Payments for Taxes During 1920................ 1,836,525.41 Paid Policyholders Since Organization in 1850.. 395,347,390.55 
14th Annual Statement 8th Annual Statement 
ZETNA CASUALTY & SURETY CO. AUTOMOBILE INSURANCE Co. 
Capital Stock $2,000,000.00 Capital Stock $2,000,000.00 
ASSETS JANUARY 1, 1921 LIABILITIES ASSETS JANUARY 1, 1921 LIABILITIES 
Cash on Hand and in - Premium Reserve..... $ 6,232,218.48 Cash on Hand and in ’ Premium Reserve.....$ 5,934,192.15 
Banks ...........-. .$ 1,560,050.94 Losses in Adjustment. 3,281,381.78 _ Banks teseseeesee ss +S 1,460,843,22 Losses in Adjustment. 1,592.961.76 
Stocks and Bonds.... 8,606,913.80 Gaieiedtion Deen 445.541.84 Stocks and Bonds ; 5,773,409.54 Taxes Falling Due in 
Mortgage Loans...... 2,803,775.00 Tax yp . ; Mortgage Loans...... 615,300.00 1921 85 267 70 
Loans on Collateral.. 405,815.05 axes Falling Due in = ™ Loans on Collateral.. 645,675.00 Funds Held Under Re- wens 
Interest Due and Ac- ll dh. chunaakwewhtat a4 354,927.69 Interest Due and Ac insurance Tre: say 6? 1% 
tn i a sec gat 162,311.96 All Other Liabilities... | 277,378.97 SE ee ee 88,590.65 AN O h omg! sehiliein, cOem 7.10 
Premiums in Collection 1,882,585.91 ‘i Agents’ Balances..... 2,905,344.12 ther Liabilities... 97 444.30 
=a ook 22.03 $10.501.4487 Other Assets.......... 582,973.95 i nee. 
PERE SOE == 5525+ 5 me... se ; < Bay "Whalillnaia ican ies vs 7 — Total ...$ 8,171,905.10 
Gross Assets...... $15,481,574.69 ™ ond bi rhniicins Gross Assets......$12,072,136.49 Surplus to Policyhold- 
Less Assets Not Ad- nee ans Less Assets Not Ad- ers. 
SE stances peuneun 40,467.76 Capital $2,000,000.00 eee WE 26406 cksucacKe 175,719.03 Capital  $2,000,000.99 
Surplus  2,849,658.17  4,849,658.17 sinslicmaaiisaminianae Surplus 1,724,512.36 3.724.512.36 
Total Admitted ASE areNeS Total Admitted pees nes : 
on Set Reems $15,441,106.93 nee $15,441,106.93 MEE xcecesavs $11,896,417.46 ee $11,896,417.46 
Increase in Assets $1,447,989.99 Increase in Assets $874,210.23 


AUTOMOBILE, FIRE, MARINE & GENERAL CASUALTY INSURANCE, FIDELITY & SURETY BONDS 
January 1, 1921 


Etna Life Insurance Company and Affiliated Companies 


Total Assets - : - $204,839,890 
Total Surplus to Policyholders 27,601,587 
Total Income in 1920 - - - 87,884,448 
Paid Policyholders since Organization 428,989,641 
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STATE FUND AN ISSUE 


WISCONSIN BILL HARD HIT 





Commissioner Whitman Leads in Fight 
on Measure to Establish an 
Agency System 





The Wisconsin state life fund may 
continue to pay a fee of 25 cents for 
making out an application, and not $5 
each, as was proposed in a bill intro- 
duced at the present session of the leg- 
islature. Commissioner Whitman was 
probably as much responsible for show- 
ing up the proposed bill as any one 
of the many executives and underwriters 
who saw in it an attempt to foist state 
life insurance on Wisconsin with great 
vigor, and even foresaw the establish- 
ment of a statewide system of agencies 
for the life fund. 

The commissioner personally ap- 
peared when the bill was up for hear- 
ing at Madison in committee last week. 
There was little occasion, it is reported, 
for others to make arguments on the 





subject, after he got through. The 
committee recommended the bill for in- 
definite postponement. The House 
voted down indefinite postponement by 
53 to 8. The bill was advanced to en- 
grossment by the assembly. 

The author of the bill pleaded the 
small number of policyholders in the 
state life fund, as his motive intro- 
ducing it and as his reasons for wanting 
it adopted. 

The bill, if it gets through the assem- 
bly, will be fought to the end in the 
State Senate by those who oppose it. 
The state insurance department is not 
favoring the measure, and so stated in 
arguments before the assembly com- 
mittee. 

Clear distinctions as to how far state 
insurance can and should go, as com- 
pared to company insurance operations 
and interests, were features of the ses- 
sion. It was shown that the present 
life fund has exactly 50‘ policyholders, 
if that name may be given those carry- 
ing this kind of protection. All the 
state ought to do, it was asserted, was 
to carry on this business and accept 
such new business as might come in, 





carry on the work safely and to the in- 
terests of those to whom it was respon- 


sible. 
Would Create a Company 


Any agency system or method, how- 
ever, would immediately make an insur- 
ance company out of the fund, it was 
further explained. This was beyond the 
duties of the state, which has thus far 
fulfilled its entire duty in the state life 
fund in a satisfactory manner. The 
dividing line is always the point where 
agency and selling work enter, said one 
speaker. The commissioner himself 
said that when the state has furnished 
the things provided by the present law 
it has done its duty. The fund has been 
in operation for six years. “Put on 
agents,” he said, “and you have an in- 
surance company.” That putting in 
agents would take out the only thing 
that justified the plan at all was also 
asserted. It was considered as being 
unfair also to the companies paying the 
state immense amounts of taxes, to en- 
ter into competition with it, through an 
agency system for promoting a state 
life fund. 
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CELEBRATE BIG GAINS 





BOOKSTAVER AGENCY MEETING 





New York City Office of Travelers 
Wrote Over $17,000,000 Paid 
Business Last Year 





NEW YORK, March 3.—One of the 
foremost agencies of the Travelers is 
that directed by Joseph D. Bookstaver 
ot this city, which wrote over $17,000,- 
000 of paid-for life busimess last year. 
Mr. Bookstaver joined the company on 
the last day of 1910, so that the dinner 
given to members of the $100,000, $200,- 
000 and $250,000 clubs of his office last 
evening was a “somewhat belated cele- 
bration” of his tenth anniversary with 
the Travelers. There were 150 clubd 
members and several specially invited 
guests in attendance. E. Klein, asso- 
ciate manager of the agency, who 
acted as toastmaster, introduced a num- 
ber of head office representatives, all 
of whom paid high tribute to the qual- 
ity and quantity of business produced 
by Mr. Bookstaver and his efficient 
staff, and offered suggestions as to how 
the record might be maintained in fu- 
ture. 

MeBurney Reviews Outlook 

“The Company and the Field a ot 
was the title of an address by S. R. Mc- 
Burney, superintendent of Aad od for 
the Travelers, in the course of which 
he briefly reviewed the personnel of the 
executive staff, stating that every officer 
connected with the company was a 
graduate from either the field or office 
force, President Butler himself having 
started with the corporation as a boy 
in knickerbockers. While appreciating 
the change in industrial and economic 
conditions which the country was now 
experiencing, Mr. McBurney held this 
to be no bar to the writing of life in- 
surance, and instanced the remarkable 
record attained by the Akron agency 
of the Travelers for the past few 
months, at a time when the general in- 
dustries of the town were at the low- 
est possible ebb. Mr. McBurney fur- 
ther stressed the cooperation the com- 
pany was ever ready to extend its 
agents and urged the latter to make the 


fullest possible use thereof. 


Loyalty and Efficiency 


“Allegiance” was the theme of E. J. 
Sisley, a general agent of the Travelers 
in New York. The solicitor, if he is to 
attain his highest efficiency, must be 
loyal, Mr. Sisley asserted, not alone to 
himself, his country and his company, 
but to his general agent, and such al- 
legiance must be whole-hearted and 
constant. The life insurance business 
has no place for the doubter, for if a 
man does not believe in the company 
and the manager by whom he is em- 
ployed, it is useless for him to attempt 
to convert prospects. 

Discussing the legal aspect of insur- 
ance, W. J. Moran, attorney for the 
Metropolitan department of the Trav- 
elers, said the business was remarkably 
free from legal quibbles, and that com- 
panies sought every means within their 
power to remove all possible chance of 
friction, either as to their agents or 
their policyholders. On the contrary, 
where doubt existed, the benefit was al- 
ways thrown to the other party. At the 
present time, Mr. Moran declared, the 
Travelers had but 62 suits upon its 
hooks, a remarkable record, considering 
the magnitude and complexity of the 
company’s business. To the ten com- 
mandments that have come down 
through the ages, in Mr. Moran’s opin- 
ion, should be added another: “Thou 
shalt carry life insurance.” 

Pledge $25,000,000 in Business 

On behalf of the agents of the Book- 
staver office, A. Alexander pledged $5.- 
000,000 of new business during March. 
and not less than $25,000,000 before the 
year closed. “Our Organization” was 
the topic chosen by M. J. Hancel. 

(CONTINUED ON PAGE 9) 
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Mutual Life of Illinois 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 


A Company of Service 


Service to Policy Holders Service to Agents Service to the Public 


Operates under the “Famous” Registration Act which requires the 
reserve on every policy issued to be deposited and held in 
Trust by the Insurance Department of the State 





Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 
A few good openings for good live producers in Illinois. Correspondence Invited 


H. B. HILL, President G. C. ROCKWOOD, Vice-Pres. DR. J. R. NEAL, Sec. 
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Demand Made on Companies 


de- 
line 


the 
mand that old 
life insurance companies during the last 


Most people do not realize 


has been made on 


few years, owing to the large amount 


of new business that was written. Vice- 
President W. H. Sarceant of the 
MASSACHUSETTS Mutua. Lure, in his 


talk to the mid-west agencies of that 


company showed, for example, what 


that company has been compelled to 
do. In 1918 the Massacuusetts Mvu- 
TUAL wrote $63,500,000 new business. 
In 1919 it wrote $131,000,000. In 1920 
it wrote $157,000,000. Mr. SarGEANT 
said that its new business last year 
amounted to one-fourth of the insur- 


ance it had in force at the close of 1917. 
He a company had to 
do to put new business on the books. 


showed what 


There is the acquisition cost, the med- 
the fee, the 
expense the current 
Then the reserve must be 
which he said, amounted to 
percent of the premium at 


ical .expense, inspection 
office 


mortality. 


home and 
put up, 
about 60 
the end of the year. 
a company can keep up its dividend 
record and not draw on its surplus, be- 


In normal times 


cause it can use the savings on renewal 
loadings to provide the reserve and the 
extra expense of the first year. He 
called attention to the fact, however, 
that during the last three years the 
MassAcHuseTts Mutuat had put on 
$100,000,000 more insurance than it 
would had the times been normal. In- 
asmuch as it has kept up its dividend 
record, it meant some intelligent financ- 
ing to take care of the large extra busi- 
ness. 

The old line life insurance system has 
demonstrated its wonderful power on 
numerous occasions. For instance, the 
influenza epidemic was as severe a test 
as life insurance has met in.this coun- 
try. Following that and almost accom- 
panying it came the vast amount of new 
written called for in- 
creased sums in order to provide the 
initial expense and the reserve. The 
war time brought larger expenses, 
higher salaries, demand that Liberty 
bonds be purchased and extra mortal- 
ity. Altogether the last three years 
have been a real test on the life insur- 
ance structure. 


business which 


Conserving the Old Business 


life 
are awake to the conditions of the day 


UNDOUBTEDLY all insurance men 
and are doing everything possible to 
In our opinion 
agents should make a particular study 
of arguments and methods that appeal 
to present policyholders. A vast amount 
has been the 
books during the last three years. Be- 
cause of financial and business condi- 
tions, the lapses will be more numerous 


conserve the business. 


of life insurance put on 


than usual. Today life insurance men 
should make it their business to save 
present policies. As a speaker at a con- 
vention said the other day, “It is far 
more important just at present to 
se-cure than pro-cure business.” 

The present day affords the agent an 
opportunity to show just what brand of 
service he can give. He should exhaust 
every possible resource before letting a 
policyholder drop his policy. 


Effect of Prohibition 


While influenza, war risk insurance 
and war and postwar prosperity are 
given most of the credit for the won- 
derful life insurance production of 1919 
and 1920 there were other factors. 
Prohibition was not one of the least 
of these. 

In spite of the widespread violation 
of the Volstead act much money 
is being spent for beer, wines and 
liquors than formerly. Without ques- 
tion a certain proportion of such money 
now goes into life insurance. 

Other benefits of prohibition are now 
beginning to appear. The percentage 
of rejections due to excessive use of 
intoxicants is beginning to decrease. 
This is important to agents. Many do 


less 


not realize how important, because they 
do not know just what a large propor- 
rejections 


tion of their were due 





life. 


were 


to this change in the nation’s 

Saloonkeepers and_ bartenders 
either prohibited or picked charily by 
companies for life insurance. While 
prohibition did not make all the for- 
mer saloonkeepers and bartenders ac- 
ceptable risks, many have become so 
and more are becoming so all the time. 
Furthermore no one is taking up this 
occupation now and recruiting the 
ranks of undesirable prospects. 

If prohibition lasts it will improve 
the mortality of insured lives, especially 
where improvement is needed. It will 
help arrest the alarming growth of 
degenerative diseases of middle life 
which was revealed by the medico- 
actuarial investigation. The result will 
probably not be increased dividends or 
lower nonparticipating rates but rather 
a less rigid selection of risks. 

















PERSONAL GLIMPSES OF LIFE. UNDERWRITERS 








Col. Richard G. Cholmeley-Jones has 
resigned as director of the Bureau of 
War Risk Insurance at Washington, 
having been elected vice-president of 
the Finance & Trading Corporation. 

J. A. Quinn of the Western Penn- 
sylvania department of the Reliance 
Life made a remarkable record for his 
first year in life insurance recently 
closed. He wrote $400,000 in that per- 
iod and paid for $350,000 and his record 
vas 198 applications. Mr. Quinn was a 
“find” by Supervisor S. T. Whatley of 
the Western Pennsylvania department 
and was formerly a Pennsylvania rail- 
road paymaster with a remarkable fac- 
ulty for remembering names and faces. 
It is said that when in the pay car he 
would pay off over 95 percent of the 
men without asking their names. He is 
a young man in the early thirties and 
his record is all the more remarkable 
by reason of the fact that during the 
first two months of his year in the busi- 
ress he was a “part timer” until Super- 
visor Whatley managed to induce him 
to resign from the railroad service. 

Officers and their wives and heads 
of departments of the Lincoln National 
Life held a banquet the evening of 
Feb. 28 in honor of Dr. Blaine R. Golds- 
berry and his wife. Dr. Goldsberry has 
been a medical director in the Lincoln 
Life for more than a year and returns 
to Athens, O., to take up the active 
practice of medicine. 

Charles W. Helser, vice-president and 
agency manager of the West Coast Life 
of San Francisco, completed five years 
of service with the company March 1. 
Mr. Helser went to the company from 
the Continental of Salt Lake. He has 
made a remarkable record with the 
West Coast during his term of service. 
He has doubled the business in force 
and has been the principal factor in the 
rapid and substantial growth of the 
institution. His anniversary was 
marked by well wishes from his numer- 
ous friends in and about the state. 

Mr. Helser has become a prominent 
citizen of San Francisco durimg the 
past five years and is recognized as a 
leading public spirited American. Dur- 
ing the war he devoted a great portion 
of his time as a four-minute speaker, 
which service added to his fame as a 
public speaker. 

The busiest man in Des Moines, bar 
none, is Claude Fisher, general agent 
for the Connecticut Mutual Life. Mr. 
Fisher is Potentate of Za-Ga-Zig tem- 
ple, Mystic Shrine, which will entertain 
the Imperial Conclave of that order in 
Des Moines June 14-16. Fifty temples 
have made reservations for bands and 
uniformed bodies with a dozen more in 
prospect, so that it is expected the con- 
clave will be one of the largest ever 
held, if not a record-breaker. Fifty 
thousand people are expected. Poten- 
tate Fisher as head of the Des Moines 
temple is actively in charge of arrange- 
ments for this gigantic affair and these 
duties, with what is required by the 
Connecticut Mutual, leave him no time 
to loaf on the job. 


Miss Lena Lake Forrest of the De- 
troit agency of the Massachusetts Mu- 
tual Life was recently elected president 
of the National Association of Business 
& Professional Women. She is now 
making a country-wide tour, seeking to 
further interest in local organizations. 


C. E. Hobbs of Baldwin, Kan., has 
been named as actuary for the Kansas 
department, succeeding William J. Bry- 
den, who resigned to become actuary 
and general manager of the Preferred 
Life of Topeka. Mr. Hobbs has been 
an accountant and an examiner for the 
department for many years. 

William Morrison, director of agen- 
cies of the Farmers National Life, was 





WILLIAM MORRISON 


one of the speakers at the joint agency 
meeting at Quincy, IIL, last week. Mr. 
Morrison is making a good impression 
on the agents. The Quincy meeting 
was enthusiastic and the agents were 
free to express their views. Mr. Mor- 
rison made an inspirational and an edu- 
cational talk and was well received. 


Chester A. Duffield has been ap- 
pointed field supervisor of the John 
Hancock Mutual. He has been acting 
as assistant to State Agent Flickinger 
of the Indianapolis agency. In his new 
connection with the agency depart- 
ment, Mr. Duffield will give his time to 
the ordinary branch of the business 
especially in connection the 
weekly premium field force. 


with 


President A. J. Maloney of the Phila- 
delphia Life was given a notable and 
agreeable surprise on the morning of 
March 3, when he was escorted to the 
office of the manager of agencies of the 
company by the officers of the home 
office Plico Club, to find assembled 
there the entire staff of home office 
officials and employes and members of 
the local Plico Club, who joined in con- 
gratulating him upon his 75th birthday. 
The addresses made by various officials 
of the company recalled the public 
services which had been rendered by 
Mr. Maloney, as well as his work as one 
of the founders and builders of the 
Philadelphia Life. 


Probing Iowa Fraternal 


Disclosures in the affairs of the Broth- 
erhood of the American Yeomen, a well 
known Des Moines fraternal association, 
have caused Commissioner, Savage of 
Iowa to ask for a law giving the state 
department power to supervise insurance 
policies of fraternals. Likewise, he is 
considering asking for a law limiting 
the number of directors who may attend 
as delegates the annual meeting of these 
organizations, thus controlling them and 
perpetuating themselves in power 
Whether such bill would pass if pro- 
posed is problematical but conditions 
are such that the commissioner believes 
such laws would be of great value. 

Henry L. Adams of Des Moines, who 
was asked by Commissioner Savage to 
investigate affairs of the Yeomen, has 
just filed his report, He says the direct- 
ors are not entitled to $4,500 per year 
salaries for the work done, that the con- 
claves are controlled by the directors. 
that the officers give soft places to their 
sons and that one boy, Earl Frink, son of 
President George Frink, gets $10,000 per 
year. Jack Murphy, son of Director 
Murphy, cleans up $13,000 per year as 
state manager for Minnesota, and other 
instances are cited. The commissioner 
is making an examination in addition to 





that made by Mr. Adams. 
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CELEBRATES BIG GAIN | 


(CONTINUED FROM PAGE 6) 
manager of the Grand Street office of 
the Travelers, for a spirited and much 
appreciated address. It was expected 
that Earle F. Holmes, manager of the 
metropolitan department for the com- 
pany, would have been present, but ill 
health prevented; a contingency sin- 
cerely regretted by all, for Mr. Holmes 
is one of the finest characters that ever 
engaged in life insurance or any other 
line of effort, and his friends through- 
out the country are legion. The meet- 
ing concluded with earnest talks by 
both Mr. Klein and Mr. Bookstaver, the 
latter deeply appreciating the efforts of 
his associates to make the agency the 
success it has been and is, and even 
more, what it shall be. 


BUSINESS STRONG IN TEXAS 


First Three Months of Year Expected 
to Set New Record for Life 
Insurance Sales 


DALLAS, TEXAS, March 8.—In- 
dications are the first three months of 
the present year will establish a record 
as compared with similar periods of 
past three years in the matter of selling 
life insurance in North Texas. Agents 
report that the actual sales for January 
and February have been on par with 
the best months of the last year and 
the prospects are even better for March. 
The insurance men, from company offi- 
cials to the men with the rate book, at- 
tribute this increase in business in a 
large measure to the big sale congress 
held here in January. They say the 
things learned at that congress have 
aided them in selling insurance to per- 
sons who have heretofore been not the 
least interested in any kind of insurance. 
From the congress they say _ they 
learned just how to approach all kinds 
of prospects and what arguments to use 
in closing up deals. 

A study of the situation in Dallas 
shows that more people are buying 
insurance now than ever before. They 
are buying in any amounts from $1,000 
up. Another thing which ‘insurance men 
have noticed is that when the matter or 
feature of investment and savings is 
broached the prospects become inter- 
ested immediately. Insurance men de- 
clare this means that the spirit of sav- 
ing is rife in the land and that as a 
result more insurance will be sold in 
Texas this year than ever before. 

Income insurance showed an espe- 
cially big increase during the first two 
months of the year. 


Connecticut General Leaders 


The Connecticut General Life, in an- 
nouncing its leaders for 1920, finds that 
General Agent D. A. Johnston of De- 
troit heads the list. Last year he was 
inthird place. Even though the auto- 
mobile industry was greatly depressed 
in Detroit, Mr. Johnston forged to the 
leading position. T. W. Russell and 
J. C. Gorton, both of Hartford, were 
second and third, respectively. Mr. Gor- 
ton holds the first place in number of 
applications secured. J. L. Hall of 
Burlington, Va., was fourth in amount 
and held second place in number of 
applications. 


Mutual’s Western Field Meeting 


The Western $125,000 Field Club of 
the Mutual Life will hold a convention 
at the Stanley Hotel. Estes Park, Colo., 
Inly 6-7. George T. Dexter of New 
York will have charge of the arrange- 
ments and O. C. Watson, manager of 
the Denver office, will assist in complet- 
ing plans for the meet. About 200 dele- 
gates from points west of Chicago will 
be in attendance. 


Old age pension bills, one of which it 
was estimated would have cost the com- 
monwealth of Massachusetts $7,000,000 
annually, were killed by the Massachu- 
setts legislature the past week. 


| 


“MEET NATION’S NEEDS” 


THAT IS CINCINNATI SLOGAN 


Southern Ohio Sales Congress Is At- 
tended by Many Agents From 
Other Cities 


CINCINNATI, O., March 6.—“Tak- 
ing Care of America’s Needs,” the 
slogan adopted at the Boston conven- 
tion of the National Association of Life 
Underwriters, was the keynote of the 
Southern Ohio Life Insurance Sales 
Congress, held in the library of the 
Union Central Life Saturday. The con- 
gress, the first ever held in this section 
of the country, brought much of value 
to the 550 life insurance agents and gen- 
eral agents who had laid aside their 
day’s work in order to be present. 

As its name indicates, the congress 
was for the life insurance men in south- 
ern Ohio. Almost half of those in at- 
tendance were men who had come from 
Dayton, Springfield, Middletown, Ham- 
ilton and the neighboring Kentucky 
towns. The Dayton Association, which 
assisted the Cincinnati Association in 


holding the congress, had 50 representa- | 


tives present, headed by Henry A. 


Stout, its president. 
To Be Made Annual Affair 


S. Howard Swope, president of the 
local association, presided during the 
morning session, and Mr. Stout during 
the afternoon session. The congress 
was opened with the singing of “Amer- 
ica,” followed by an address of welcome 
by Mr. Swope. In his remarks Mr. 
Swope declared that it was the inten- 
tion of the Cincinnati Association to 
make the sales congress an annual 
affair. 

The broad field of activity that the na- 
tional association is attempting was 
cutlined by Orville Thorp of Dallas, 
Tex., president of that body, in his talk 
on “Association Plans.” Mr. Thorp 
said that life insurance salesmen should 
talk the merits of the big broad institu- 
tion of life insurance and not the com- 
petitive ideas of companies and policy 
contracts in their selling. People and 
not companies make life insurance. he 
declared, which is shown by the fact 
that 98 per cent of the companies’ as- 
sets is owned by the people. 

Pearson on “Selling Process” 


3arney Pearson of Dallas, Tex., gave 
his audience some new pointers on how 
to get applications for life insurance in 
his address on “The Selling Process.” 
Mr. Pearson said that more efficient 
salesmanship was necessary if life un- 
derwriters were to properly safeguard 
“America’s Needs” with life insurance. 

J. W. Kirgan of the Cincinnati Asso- 
ciation closed the morning session with 
a short talk on “Membership.” Before 
adjourning a vote was taken as to 
whether a banquet was wanted in the 
evening. The vote was unanimous 
against the holding of one. 


Insurance and Bank Credits 


Upon reconvening Mr. Stout took the 
chair and introduced John J. Rowe, 
vice-president of the First National 
Bank, who spoke on “The Relation of 
Life Insurance to Bank Credits.” Mr. 
Rowe declared that life insurance was 
an essential in extending credit espe- 
cially in the cases of long term credit 
where the loan extends over a number 
of years. In stating that life insurance 
was devised and developed to eliminate 
the chances of death, he said that legis- 
lation cannot eliminate death, but if it 
were to make death a crime subject to 
capital punishment it would succeed 
about as well as it had with prohibition. 

Mr. Thorp discussed the technical 
side of “Insurance to Cover Inheritance 
Taxes.” Among other things he said 
that the federal inheritance tax law was 
to be a permanent thing. He declared 
that 43 states now have state in- 
heritance tax laws and that two more 
are contemplating them. By means of 





a chart he illustrated how the federal 
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Public 


Life Insurance 
ompany 


Incorporated As a Stock Company Under The Laws of the State of Illinois 


Capital, $500,000.00 


Ordinary and Industrial Insurance Issued 
at All Ages From One to Seventy 











ALFRED CLOVER 
General Manager, Chairman Board of Directors 


LOUIS NAROWETZ, President J. W. SINGLETON, Secretary 


WILLIAM SCHAARE, M. D. 
Chairman of the Medical Board 





HOME OFFICE: 
108 South La Salle Street 


CHICAGO ILLINOIS 














Great Opportunity 


Indiana 


The Franklin Life Insurance Company 
has just entered Indiana and has some 
excellent openings there for General 
Agents. Contracts direct with the 
Company. 


The Franklin is making phenomenal 
progress, having reached the $100,000,- 
000 mark May Ist. 


For information write the Home 
Office. 


Springfield, Il. 
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and state inheritance taxes would re- 
duce a man’s estate after he’ had died. 


Arguments for Monthly Income 


Mr. Scovel also took the floor the 
second time, this time discussing “Life 
Insurance to Provide a Monthly In- 
come for the Family and Insured’s Old 
Age.” He stated that life insurance 
left in a lump sum would not and could 
not provide permanent support for the 
deceased’s dependents. He urged that 
in every case where family support is 
involved the life underwriter should sell 
-Insurance on the monthly income plan, 
setting a fixed sum to be paid the bene- 
ficiary at regular intervals so long as 
he or she may live. 

Jesse R. Clark, president of the 
Union Central Life, took the oppor- 
tunity to tell the congress that he be- 
lieved in the sales congress idea with 
all his heart. Mr. Thorp called for a 
vote on a recommendation to the Na- 
tional Association that the dues of resi- 
dent and non-resident members be in- 
creased $1, a unanimous vote in favor 
of it resulting. He invited all to be 
present at the meeting of the National 
Association to be held at West Baden 
Ind., Sept. 5-7. 





Wisconsin Rebate Bill Withdrawn 


The Wisconsin bill providing for the 
élimination of the provision against 
passing along parts or the whole of 
agent’s commisions to other agents, so 
far as the life insurance business was 
concerned, has been withdrawn by its 
author. It never got to a hearing in com- 
mittee of the legislature. Opponents of 
the measure, who feared an epidemic of 
rebating, credit the publicity given the 
proposed measure with a goodly share 
in the final defeat of the bill. 


_ The Connecticut General Life bulletin 
for March contains a picture of the birth- 
place of the company’s first president, 
Thomas W. Russell. A picture of Robert 
Huntington, the present president, accom- 
panies the Russell portrait. 





MID-WEST CONVENTION 
, IS HELD IN CHICAGO 


Massachusetts Mutual Men Stage 
Big Meeting and Banquet 
in Windy City 


PRACTICAL TALKS HEARD 


One Entire Session Devoted to Advan- 
tages and Benefits of Income 
Insurance 


At the annual meeting of the Mid- 
West Agency Association of the Massa- 
chusetts Mutual Life at Chicago last 
week, Norris H. Bokum of the Bokum 
& Dingle Agency at Chicago presided. 
Vice-President W. H. Sargeant of the 
home office gave his opinion as to the 
conditions of the times. H. N. Tolles, 
of Sheldon School of Salesmanship, 
gave a talk on “Selling Principles.” 
Miss Marian H. McClench of the De- 
troit agency conducted a round table 
discussion in which women agents par- 
ticipated, they giving some of the chief 
excuses that women prospects offer 
and made suggestions as to how they 
should be met. Miss McClench said 
that there is an increase in number of 


women who are in business , perma- 
nently. They are interested in insur- 
ance. She said that most working 


women desire to be protected during 
the time of “The terrible sixties.” If a 
woman can be shown that an income 
is provided for old age, she usually can 
be sold. Others who spoke were Marie 
H. Roberts of Columbus, O., Miss 
Robb of St. Louis, Miss Convoy of 





Peoria, and Miss Green of Champaign, 
Ill. 

The entire afternoon session on Fri- 
day was devoted to a discussion on in- 
come insurance. I. H. Offmer of Chi- 
cago presided as chairman. J. Elliott 
Hall of the Hall & McNamara general 
agency of New York, and one of the 
country’s leading authorities on income 
insurance, was to have led the discus- 
sion at this meeting but he was unable 
to appear. He forwarded a paper, ex- 
cerpts from which were read by Mr. 
Offner. Mr. Hall said that the value of 
a man’s life insurance is to be found 
in the amount of income provided, and 
not the face of the policy. A prospect 
thinks $10,000 worth of life insurance 
is too much but $50 a month too little. 


Superior to Trust Companies 


N. H. Bokum, of the Bokum & Din- 
gle general agency of Chicago, said that 
trust companies do not guarantee the 
safety of the funds they handle. They 
will not even guarantee that the prin- 
ciple will be handled without loss. 
They simply invest funds entrusted to 
them according to certain legal require- 
ments but nothing is guaranteed. An 
income life insurance policy can be sold 
providing a guaranteed interest rate of 
from four to four and three-quarters 
percent and a passing on of the prin- 
cipal intact. Mr. Bokum said that the 
service rendered by a life insurance 
company greatly excels the service of 
a similar character provided by a trust 
company. C. B. Stumes, of the Bokum 
& Dingle agency, said that the way to 
sell monthly income insurance is to 
first write a prospect for all of the 
lump sum life insurance he will stand. 
Then make a second trip and show him 
how small an amount this will provide 
in the shape of a monthly income. “If 
you sell,” said Mr. Stumes, “$15,000 or 
$20,000 worth of life insurance, «he 
thinks he has bought the limit. Let that 
stand for a little while and then come 
back and show him that it will not pro- 
vide enough in the way of a monthly 





income to meet the actual needs of his 
beneficiaries. In this way you can make 
him see that what he really wants to do 
in buying life insurance is to create a 
fund payable in monthly installments 
large enough to take care of all the 
needs of his dependents. 


Policyholder Cannot Lose 


Mr. Stumes also emphasized the fact 
that trust companies can in no sense 
compare with life insurance companies 
in the handling and distribution of 
funds. He pointed out that if a trust 
company is handling an estate of $100,000 
and loses through an unwise investment 
$10,000 there is only $90,000 left. If a 
life insurance company, through its 
operations, loses $10,000 the loss is not 
charged up to any individual policy- 
holder. The whole thing is a guaran- 
teed proposition that is not affected by 
the general investment policy of the 
company. Mr. Stumes said that sales- 
men often make the mistake of explain- 
ing all of the settlement options to the 
prospect. One or two options best fitting 
the case should be selected and the sell- 
ing talk concentrated on them. “Most 
men will insure themselves if you will 
let them talk.” Mr. Stumes said. 


MeNally Explains Advertising Value 

Frank T. McNally, general agent at 
Minneapolis, said that a beneficiary un- 
der an ordinary life policy gets a check 
for $10,000 or $15,000 and in four or five 
years has even forgotten the name of 
the company. The monthly income check 
changes all this. The monthly check is 
a continuous advertisement for the com- 
pany. It spreads the gospel of life in- 
surance. The widow has it cashed at 
the butcher’s, or the baker’s or the 
grocer’s and in this way the people with 
whom she comes in contact financially 
are made to see just what life insurance 
does in a specific case. 

Mr. McNally said that life men should 
give more attention to the sale of in- 
come policies among small prospects. He 
said that the smaller salaried people are 
improvident. They need to be protected 
against themselves. They quickly dissi- 
pate one or two thousand dollars if given 
them in a lump sum, but if they receive 
it in monthly installments of $8 or $10 
it does considerably more good. 

Frank T. MeNally, general agent of the 








Payment Life Policy. 


ditional profit of $323.30. 








OF NEBRASKA 


Home Office: 


Assets - - - - 


York, NEBRASKA, January 22, 1921 


Mr. Fred M. Sanders, Treas., 
Bankers Life Insurance Co. 
Lincoln, Nebraska. 


This policy was taken when I was 24 years of age as a protection for my 
family, when if I had died the burden would have been heavy for them to bear. 
Today I have all the money back which I paid for this protection with an ad- 
Assuring you of my appreciation, I am, 


Yours truly, 


FRED F. GROSSHANS. 


Lincoln, Nebraska 


$18,200,000.00 


TWENTY PAYMENT LIFE POLICY 
Matured in the 


OLD LINE BANKERS LIFE INSURANCE 
COMPANY 


of Lincoln, Nebraska 


Dear Sir: It is a pleasure for me to write you this letter showing my 
appreciation of the prompt and satisfactory settlement I have just received 
through your General Agent W. L. Mosgrove who has delivered to me your 
check for $1,393.30 in payment of the full cash value of my $2,000 Twenty 


cash 


Name of insured 


BANKERS LIFE INSURANCE COMPANY 


Eereee eee TST eee Pee 


And 20 Years Insurance for Nothing. 


If interested in an agency or policy contract write Home Office, Lincoln, Nebraska 


og a Fred F. Grosshans 
CR 8 Se ae York, Nebraska 
Amount of policy 
Total premiums paid........... $1,070.00 


SETTLEMENT 
Total paid Mr. Grosshans in 


$1,393.30 
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company at Minneapolis, was chairman 
of the Saturday morning session. The 
greater part of the meeting was taken 
up by a closed session at which Laurence 
Cc. Witten gave his talk on “Publicity.” 
Carl Le Buhn followed with an excellent 
talk on advertising, outlining his adver- 
tising methods at Davenport, Ia. He 
recommended daily newspaper advertis- 
ing very highly and read a few of his 
advertisements which have produced 
very good results for him, saying that 
the advertising not only continually 
kept the name before the people, but 
also gave the policyholders a certain 
degree of faith in the company in which 
they were insured and in many instances 
caused them to increase their insurance. 
His method was to develop a specific type 
of advertising which the readers would 
recognize at once, using direct selling 
arguments and very often displaying the 
name of some prominent citizen who 
carried a large policy. 


Maclean Conducts Questionnaire 


The questionnaire, conducted by Alex- 
ander T. Maclean, assistant actuary of 
the company, brought out many impor- 
tant questions and was of extreme in- 
terest to all the agents. 

Elmer Snyder, general agent at Cleve- 
land, outlined his method of keeping at 
it every hour of the day and every day 
of the week and calling for a weekly 
report of the agents. This method, he 
said, gives the agent an inventory on 
himself and does much to. increase his 
personal production. He also pointed 
out that his agency average of one pol- 
icy written to every 9.9 interviews had 
been increased to 1 to 7, due to this sys- 
tem of keeping an inventory on the 
agents. 

Joseph C. Behan, superintendent of 
agents, closed the session with a talk 
outlining the benefits derived from the 
Midwest convention. 

Flynn Presides at Banquet 

Warren C. Flynn, general agent at St. 
Louis, presided at the banquet in the 
evening. Mr. Flynn told several new 
stories and got the evening’s festivities 
off to a good start. John Fletcher, vice- 
president of the Fort Dearborn National 
Bank of Chicago, made an exceptionally 
fine talk on business conditions. He was 
followed by Richard Bradley of Peoria, 
Ill, who did much toward making the 
evening a success by his characteristic 
humorous talk. Frederick M. Thrasher, 
prefessor of psychology at the Univer- 
sity of Chieago, spoke on the psychology 
of selling. About 300 people attended 
the banquet, which was followed by 
dancing. 


Fight Compulsory Investment Plan 


Business, insurance and investment 
circles in South Dakota are stirred up 
over a bill pending in the legislature of 
that state which would compel insur- 
ance companies doing business in the 
state to invest 75 percent of their pre- 
miums collected in South Dakota secur- 
ities. Some of the leading newspapers 
of the state have joined the fight against 
the measure, pointing out that if the 
bill should pass it would mean that the 
big companies now doing business in 
the state and loaning millions of dollars 
to South Dakota borrowers would with- 
draw from the state and interest rates 
would advance materially, as has been 
the case in Texas, the only state in the 
Union to pass such a law. Measures 
of this kind have been introduced in 30 
different states, but they have been de- 
feated in all except Texas. The meas- 
ure has just been defeated in Nebraska 
and North Carolina. 

Just now a stream of money is flow- 
ing into South Dakota through the 
channel of the insurance companies in 
the way of loans to policyholders on 
farm mortgages. One company has 
now outstanding in South Dakota in- 
vestments of over $10,000,000. Another 
loaned $3,000,000 last year. It is esti- 
mated that the total must be consider- 
ably over $50,000,000. In view of present 
financial conditions it is felt that it 
would be almost suicidal to put through 
any legislation of this sort. 


Van Dyke in Florida 


William D. Van Dyke, president of 
the Northwestern Mutual Life, Mil- 
waukee, and wife and daughter, are sou- 
journing at Miami, Fla., for a brief va- 
cation, leaving last week-end. 
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Lincoln Life Building 








They All Help 


Every Home Office employee of the Lincoln 
National Life Insurance Company helps in every 
way possible to carry out and advance the high 
service ideals of the Company. 


Even above their ardent efforts in dispatching 
every detail of the regular service plans of The 
Lincoln Life is their alertness for ideas on efficiency 
improvements. 


A suggestion box is on each floor of The Lincoln 
Life Home Office Building. Employees write out 
their ideas for benefiting in some detail the Home 
Office service system and place the slips of paper in 
At convocations of all employees prizes 
are awarded every three months to those who have 
submitted suggestions which are adopted by the 
Company. 


The eagerness with which each Home Office 
employee seeks to devise means of forwarding the 
service mission of The Lincoln Life, and the*earnest 
co-operation which they assure their fellow-workers 
in the field, makes it pay to— 
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The Lincoln National Life 


Insurance Company 


‘Its Name Indicates Its Character”’ 


Now More Than $165,000,000 in Force 





Fort Wayne, Indiana 
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Chicago National Life Insurance Company 


CENTURY BUILDING; STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 
First 10,000 shares sold, over $100,000 deposited 
with State 


Applications considered from reliable stock salesmen 
on new issue—20,000 shares—best of leads furnished 








Organized 1871 


Life Insurance Company of Virginia 


Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 


Issues the Most Liberal Forms of Ordinary Policies from $1,000.00 to $50,000.00 
and Industrial Policies from $12.50 to $1,000.00 


Condition on December 31, 1920: 
Assets. $ 24,143,510.56 
Liabilities 21,803,452.41 
Capital and Surplus 2,340,058.15 
Insurance in Force... . 207,301,719.00 
Payments to Policyholders 1,983,096.17 
Total Payments to Policyholders Since Organization . .$25,823,269.97 


John G. Walker, President 








THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh "pi3.0"* Pittsburgh, Pa, 








THE STATE MUTUAL LIFE ASSURANCE COMPANY 


OF WORCESTER, MASSACHUSETTS 
Incorporated 1844 
OW operating in 22 states and the District of Columbia—through its 
loyal and efficient agency corps produced in 1920—~its 75th Anniversary 
Year—the largest amount of paid business in the history of the Company. 
In every department the Company experienced its most successful year. 


B. H. WRIGHT STEPHEN IRELAND D. W. CARTER 
President Superintendent of Agencies Secretary 


Te 


LSuae rua Lire Aut (OJ 











Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 











One Gpsces's OUR We have a contract for you under which your 
VICE income will be limited only by your activities 


A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, miciicin 
Cash Capital, $200,000.00 V. D. CLIFF, President 
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LIFE, HEALTH, ACCIDENT*sx° MONTHLY INCOME INSURANCE. 








FACE RENT INCREASES 





GENERAL AGENTS’ PROBLEM 





In Chicago and Other Cities Cost of 
Office Space Is Raised 100 
Percent or More 





Increases of from 100 to 150 percent 
have been announced in the office rent 
of general agents in Chicago whose 
leases expire within a short time. This 
situation, which to the majority of gen- 
eral agents affected presents grave 
problems, is only an example of a con- 
dition which is general in large cities 
all over the country. Enormous _in- 
creases in rents have been made in such 
cities as New York, Cleveland and De- 
troit and the increased cost of office 
space has become a national problem. 

Under the new leases now being 
drawn up office space in the more de- 
sirable buildings in Chicago’s loop dis- 
trict will rent for $4 a square foot. 
Space in the two or three new build- 
ings now under construction will rent 
for as high as $5 and $6 the square 
foot. 
graded as less desirable, space under 
the new leases is renting at $3 and $3.50 
a square foot. These new prices are 
quoted on space which has been renting 
for $1.50 and $2 a square foot. The in- 
surance offices in Chicago are for the 
most part located in the financial dis- 
trict, which contains some of the city’s 
best office buildings. There is a large 
waiting list of applicants for space in 
these buildings and leases sell at a 
premium. 


Low Rents on Long Leases 


Many of the leases which are now 
expiring were for five, ten and 15- 
year periods. Some of these called for 
very low rents, as compared with the 
present-day schedule. The rapid increase 
in the cost of the upkeep of a building 
absorbed what profits might have been 
made from the low rents. It is said that 
stockholders in some of the finest and 
best equipped buildings have only been 
earning 2 percent on their investments 
for the past few years, directly due to 
the long-time leases made at low rental. 


Some Will Reduce Space 


The general agents say that it will 
be impossible for them to pay the new 
rate without reducing the amount of 
their space. This can easily be done in 
many cases, as most life insurance of- 
fices have much waste space which can 
be relinquished without resulting in a 
great deal of trouble or inconvenience. 
Some general agents, however, declare 
that they will not renew their leases, 
but will seek space in other buildings. 

Here again is another problem. Space 
cannot easily be gotten In another 
building, and when it can the price is 
almost as high as in the old quarters. 
Then, too, some general agents who 
have been looking around have found 
difficulty in getting the landlord of one 
building to take them in after they 
have decided to vacate the one they are 
in. 

See Organized Movement 

The increases in Chicago are re- 
garded by some of the general agents 
who have investigated the situation, as 
the result of an organized movement on 
the part of the building managers. 
Rumors of an “Office Managers’ As- 
sociation” have been floating about, 
and various stories of how the mem- 
bers of this organization connived to 
bring about increased rents are heard 
on the “street.” In any event, there is 
evidence of unison on the part of the 
building managers in the adoption of 
the new rates. 

Should Quit Congested District 

The congested conditions of Chi- 
cago’s business section are held largely 
responsible for the increased rents. 
Some general. agents say there are 
many offices in the loop which should 
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Advertising Pencils Build 
Good Will and Bring Results 


Turn your prospects into 
customers and your cus- 
tomers into friends by 
presenting them with 
-- grade Advertising 

Lead Pencils, printed 
with your aivertisement. 
No other advertising spe- 
cialty costing so_ little 
money is so useful to 
everybody—so sure to be 
kept and used—so certain to 
make a favorable and last- 
ing impression on the minds 
of those who get them. 
Samples and quotations on request 


An “Ad” in the hand is worth 1000 
in the waste basket 
NORTH AMERICAN 
PENCIL WORKS 


501 Plymouth Ct., Chicago, Ill. 
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FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income”’ 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohio, Illinois and Kentucky 








Agency Openings in 
Indiana 


for men who are ambitious 
to succeed 





Popular Priced Policies 





Specimen Rate 
Age 30 $14.28 
NATIONAL LIFE 
ASSOCIATION 
Des Moines, Ia. 














“THE COMPANY OF CO-OPERATION" 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «-T Bide.) IOWA 


TERRITORY 
SOUTH DAKOTA 





IOWA 
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not be located there. It is not neces- | 


sary in the contluct of their business 
that they be there, and if they were to 
move into the outlying districts this 
additional space could be used to with- 
stand the overflow from offices which 
should essentially be located in the 
loop. 

Some offices are getting clear out of 
the large cities on this account. A 
large life insurance agency at Detroit 
has bought a house in Ann Arbor 
and moved part of its office there. It 
still maintains an office in Detroit, but 
all the clerical work is handled in Ann 
Arbor. 





One point to be emphasized in con- 
nection with this problem is the fact 
that the general agents for the most 
part must bear the added burden 
caused by the increase, as many com- 


| panies do not pay office rent. 


“We have made repeated requests to 
our home offices for a larger expense 
allowance, but it has always been re- 
fused,” said one general agent. Our ex- 
pense allowance has remained the same 
for the last ten years, a time during 
which expenses and salaries doubled 
themselves. The public is liable to get 
the idea that the companies are bearing 
this burden. They are not; the general 
agents are bearing the brunt.” 





SALES CONGRESS AT GRAND RAPIDS 


Some of the Main Points Brought Out at the Rousing Meeting 








GRAND RAPIDS, MICH., March 8. | contributed generously to the conference 


—That Grand Rapids is well on the 
map of the life insurance world was 
demonstrated last week when at a sales 
conference more than 400 life men were 


present. 

Enthusiasm reached its height at the 
dinner session when Frank H. Ells- 
worth, commissioner of insurance for 


Michigan, pointed in glowing terms to 
achievements of life insurance in this 
commonwealth. Deriding proposed po- 
litical measures for robbing the insur- 
ance department of the state of its 
present identity, he emphatically de- 
clared that the scope of this activity in 
Michigan is so vast as to require a sep- 
arate and distinct department for its 
supervision. 

The commissioner reported there are 
now 714 insurance companies now writ- 
ing business in Michigan, 170 of which 
are Michigan institutions, domiciled in 
this state. Fifty-eight new ones were 
added in 1920, he reported. These com- 
panies paid nearly $1,500,000 to the 
Michigan insurance department in 1919, 
Mr. Ellsworth said, and added that 
amount was about equally divided be- 
tween life and fire companies. 


Henderson Made Big Hit 


T. J. Henderson of the Illinois Life, 
president of the Grand Rapids associa- 
tion, who presided at the banquet as 
toastmaster, exemplified the spirit of the 
Furniture City organization and in a 
big clean way sold the Grand Rapids 
association to the visiting delegations. 
More than that, however, he sold life 
insurance and its true purpose to all 
who were present as well as the thou- 
sands of policyholders and prospective 
policyholders represented there. 

Mr. Henderson was heart and soul 
“for” the congress and long before the 
day of the event, he and his associates 
had made extensive preparations. The 
message he sent out to hundreds of in- 
surance folk in western and northern 
Michigan was that “From the stand- 
point of stabilizing business it is the 
greatest thing which has been given to 
Grand Rapids for years. Men will go 
back to their homes with a definite idea 
as to their mission in aiding to rapidly 
stabilize business conditions. The value 
of deductions made by the national 
speakers who come here from all parts 
of the country cannot be reckoned.” 

President Orville Thorp, of the Na- 
tional Association of Life Underwriters, 
gave a group of three valuable talks. 

Mr. Thorp was ably seconded by 
Charles W. Scovel, of Pittsburgh, past 
president of the National association, 
who discussed income insurance and 
gave an address on “Creative Solicit- 
ing.” 

\ third member of the visiting party 
was Barney Pearson of Dallas, Texas, 
who gave a highly instructive talk on 
“Selling Process.” Other speakers in- 
cluded E. A. Loomis, of Saginaw, 
Mich.; J. Arthur Pino, of Lansing, 
Mich., and A. P. Johnson, publisher of 
the Grand Rapids News. A. H. Kollen- 
berg, of Grand Rapids, Mich., presented 
a’ rousing message on “Business Insur- 
ance.” 

W. Merrill Eastcott, of Grand Rapids, 
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He said life insurance left in a lump sum 
is only the material for creating the real 
protection the client thinks he is buying 
for his loved ones, pointed out that 
such material will only carry out the 
real purpose of protection to loved ones 
when it is safely and profitably invested 
throughout the lifetime of the benefi- 
ciary, and continued: 

“By the use of income insurance or one 
of the many installment options now 
fontained on all policies, the client can 
complete his ‘house of protection’ at 
least to the extent of his financial ability 
during his lifetime. J. Elliott Hall, who 
specializes on income service, uses this 
illustration—'If you had $100,000 of gilt- 
edged bonds, paying 34% to 4% percent 
would you leave instructions at your 
death that these must be sold and the re- 
turns reinvested? No, but you have given 


these instructions already regarding 
your insurance payable in cash. Why 
rot insure the future and invest the 


money yourself?, 


Getting the Motive 


“Good salesmen always find a motive 
from which the prospect may be induced 
to sign the dotted line. When the in- 
surance is for family protection, the mo- 
tive is to create a sure fund which will 
provide protection as long as it is re- 
quired. Too frequently have we pre- 
sented our proposition, secured the busi- 
ness and have gone on our way rejoic- 
ing, while the insured has been left in 
blissful ignorance, thinking he has done 
all he can to provide the protection 
desired. As a matter of fact he has 
just provided the ‘material’ which is, 
alas, too frequently disbursed in a few 
years after his death, when it could have 
been left in such a form as to have pro- 
vided a living fund for the lifetime of 
those for whose benefit it was taken. 

“A keen live business man would not 
think of asking his wife to invest a 
large sum of money for him but many 
a dead one forces her to do it because 
in too many instances the life insurance 
agent failed to point out the possibility 
to his client. 


Big Field is Open 


“The average policy issued on one of 
these forms of income or installment is 
considerably larger than the general 
average of insurance. There is a big 
field for income insurance even in small 
amounts. A ten-dollar bill seems a 
rather small sum, but you can imagine 
what it would mean to the heart-broken 
mother with a couple of young children 
clinging to her skirts, being ejected from 
the home because of lack of even this 
amount with which to pay rent. 

“Suppose the family must have $100 
a month for actual living expenses and 
$25 per month has been guaranteed for 
a period of 20 years certain and as 
long thereafter as the widow shall live, 
the remainder, $75 per month, can be 
obtained from a great many more kinds 
of positions or kinds of work than the 
total of $100. 


Must Be Prepared 


“To sell income insurance the agent 
must be sold on this insurance him- 
self and the need for it in the individual 


case. He must be prepared to spend 
time in preparing his interview hefore 
calling on his prospect. He must be 


able to present a life program that will 
carry out the ideas the prospect has 
for future protection and development 

“Income insurance makes its greatest 
apeal as ‘love insurance.’ Frequently we 
are afraid to make the appeal to the 
on this basis We underesti- 


prospect 




















THREE 
RULES: 


The Northwestern Mutual Life 
Insurance Company was the pioneer 
in establishing rules to protect itself 
and its agents against evils which de- 
moralized the business. 





























For twenty-seven years it has enforced a stringent 
Anti-Rebate Rule. 


For twenty-three years it has observed a No Brokerage 
Rule which prohibits the acceptance of business 
from, or the payment of commissions to, other than an 
agent of the company. Exception only is made in the 
case of legitimate surplus business and then only from 
a licensed agent of another company upon an anti- 
rebate agreement from him. 


For more than twenty-eight years it has adhered to its 
present Civil Service Rule which provides that all ap- 
pointments to general agencies shall be made from those 
already connected with the company anc otherwise 
qualified. 


To the literal enforcement of these rules is attributed, 
in large part, the success, high character and the loyalty 
of the agency force of 
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J. O. LUAGMAN, President DR. ANDREW JOHNSON, Secretary 


International Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 














MUTUAL TRUST 


LIFE INSURANCE 
COMPANY 





FULL LEVEL PREMIUM RESERVES 


Youngest Company in America to Discard Preliminary Term Valuations 


HAS BEEN ADMITTED TO MASSACHUSETTS 


CAN QUALIFY ANYWHERE 


OPERATES IN 11 STATES AND WILL ENTER 
MONTANA, IDAHO AND OREGON THIS YEAR 


IF YOU WANT TO GROW appress 


HOME OFFICE—30 N. LA SALLE ST., CHICAGO, ILL. 

















we 

















14 THE 


NATIONAL UNDERWRITER 


March 10, 1921 




















LLINOIS LIFEINSURANCE(O 


GREATEST 
BSSr telk 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 


























mate the compelling power of a man’s 

love for his wife and family. Think for 

a minute and see what love has done. 
Power of Love 

“Kings have stepped down from their 
throne to obtain it, men have given up 
their lives for it and others have raised 
themselves from the gutter to the 
heights upon the stepping stones of their 
dead selves in order to share in its 
glory. Look, too, at the wonders of the 
parental love. What sacrifices fathers 
and mothers have made in order that 
their children might benefit. 

“Why should we not appeal to these 
things? What greater service can a hus- 
band or father give to his wife or his 
children than an income service which 
will guarantee the necessities of life 
after his death to his loved ones, to 
whom he has given during his life not 
only the necessities but also many of 
the comforts of life. 

“Let us study to enable us to give 
this service to our clients so that their 
insurance will be a real ‘house of pro- 
tection’ and not simply the brick and 
mortar of material.” 

The Muskegon life insurance men at- 
tended 100 percent strong and large 
delegations arrived from all points be- 
tween Battle Creek, Saginaw and the 
straits. 


Continental Life Convention 

Forty-five agents from 13 states at- 
tended the general agents’ convention 
of the Continental Life of Kansas City, 
held at the home office Feb. 23-25. The 
visitors were welcomed by E. uM. Har- 
ber, city counselor of Kansas City and 
a director of the company, and the re- 
sponse was made by F. F. Finlayson of 
Idaho, the oldest man in the service of 
the company as a general agent. Three 
business sessions were held, with a 
program of addresses and discussions 
on topics of importance to the man in 
the field. Among the noteworthy ad- 
dresses were those by Dr. Frank es 
Hiller, medical director, on “Relation 
of Agents to Medical Examiner;” Joe 
W. Ingram, vice-president, on “Invest- 
ments;” Joseph Buchhalter of Colo- 
rado, who has the largest agency of 
the company in point of production, 
on “Building the City Agency,” and C. 
J. Klitgaard of California, agency man- 
ager for northern California and presi- 
dent of the Northern California Life 
Underwriters Association, on “Relation 
of the Field Force to the Home Office.” 

At the dinner which closed the meet- 
ing addresses were made by Albert L. 
Reeves, general counsel and director: 
and by P. R. Schweich, secretary and 
director, on “Responsibility of Officers 
Field Forces.” John W. Cooper, presi- 
dent of the company, acted as toast- 
master and closed the program with a 
talk on the progress and outlook of the 
life insurance business and the company. 

At this meeting, $100,000 and $200,000 
clubs were formed. They will be 
known as the Clic Clubs, from the 
initials of the company’s name. 


Allow Insurance for Charities 

Philanthropy through life insurance 
and business protection in the same 
manner is permitted in a bill intro- 
duced in the Texas senate. The bill 
provides that any charitable asylum or 
institution may be made the beneficiary 
in a life insurance policy. In this way, 
if a man or woman is not able to leave 
a substantial sum to some orphanage 
or other like institution, but is able to 
pay life insurance premiums and can 
carry a good sized policy on his or her 
life, at death the money will go to the 
institution named as beneficiary in the 
policy. 

At this time the laws of Texas do not 
permit that to be done and charitable 
institutions are not allowed to be 
named as beneficiaries in life insurance 
poilcies. 


Life Notes 


The Columbus Mutual Life of Columbus, 
O., is planning to enter Virginia. 


Robert Orriny. general agent in Des 
Moines for the Mutual Benefit Life, has 
become head of the membership bureau 
of the Chamber of Commerce of that city. 

The Mutual Trust Life of Chicago has 
made March “Olson Month”. in honor of 
Edwin A. Olson, vice-president and gen- 
eral counsel. 
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Burlington, lowa 








37,005 PEOPLE 


peti. sel tnd asked for an illus. 
tration of our “Income for Life” at their age. 
This valuable lead service explains why our 
1919 business showed a gain of 81 per cent. 
So ey gentle Seat, tng 


net premium reserve 
force over $173,000,000. Faithfully aniie 
insurers since 1878. 

A few agency openings for the right men. 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
WALTER LE MAR TALBOT, Pre. PHILADELPHIA 











MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience. 
Low Cost, a Splendid Record 
for 70 years? 


Then why not take a General 
in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 














It does 3 things: 


q@ Gives every Agent a Square 

Deal. 

q@ Pays equal compensation for 
equal work. 

q Affords every Agent the 
same opportunity for ex- 
pansion and organization 
building. 

These are three things which 


most agency contracts do nof do. 
Does yours? 


Ask about the Square Deal Contract 


Nat hvnaly? 
naurance Company; 


Madison, Wisconsin 














HOTEL WISCONSIN 
Big Hotel of Milwaukee 


HEADQUARTERS for INSURANCE MEN 
500 Roomse—400 with Bath 
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NEWS OF LOCAL ASSOCIATIONS 
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Oskaloosa, Ia—The Oskaloosa Under- 
writers Association has been formed by 
the life insurance men of Oskaloosa. 
Officers are: President, Mark W. Moor- 
man; first vice-president, Roy C. Rich; 
second vice-president, Floyd L. Dugger; 
secretary-treasurer, C. D. Hutchins; ex- 
ecutive committee, T. Q. Janney, Walter 
White and Roy Rich. The organization 
begins with a membership of fifteen, 
which is 100 percent perfect for Oska- 
loosa. 

> . . 

Philadelphia, Pa—A\1\i indications point 
to the all-day Sales Congress to be held 
at Witherspoon Hall on Friday, under 
the auspices of the Philadelphia Asso- 
ciation of Life Underwriters drawing 
more life insurance men than any con- 
gress in the Thorp itinerary. Arrange- 
ments were made by President Murphy of 
the local association to take care of 
1,000 delegates, but it is very likely that 
the actual number in attendance will far 
exceed that amount. Association mem- 
bers from Harrisburg, Trenton, Wilkes- 
barre and Delaware have been flooding 
Philadelphia hotels with reservations. 

The program for the Philadelphia con- 
gress, as completed, is a very strong one. 
The program does not contain too many 
addresses, but the talks scheduled will 
touch every phase of the business and 
will make good the boast of Philadelphia 
association men that the congress will 
in actuality be a “one day life insurance 
school.” The speakers include Winslow 
Russell of the Phoenix Mutual, Orville 
Thorp, Charles W. Scovel, Franklin L. 
Bettger and Joseph D.’Andrade. 

The banquet program is short and 
sweet—two speakers, no more. The ever- 
welcome, good-natured, jolly Frederick 
A. Wallis, commissioner of immigration 
at New York, who is also New York 
agent for the Fidelity Mutual, and Prof. 
John Dennis Mahoney will give the 
after-dinner talks. 

. + . 

Davenport, Ia-—The Davenport asso- 
ciation will give a Sales Congress, April 
1. At this time will be held the annual 
banquet. President Orville Thorp of the 
National association, Ex-President C. W. 
Scovel of the National body and Barney 
Pearson of Dallas, Tex., will be the top 
liners. They will make the jump to 
Davenport from Jackson, Miss. 

> . + 


Minneapolis, Minn.—The Minneapolis 
Association expects to hold its next 
meeting March 22, when President Orrin 
L. Edwards will deliver his inaugural 
address. The executive committee also 
will report at this time on what it plans 
to do with the prize essays written by 
school children on “Why Daddy Should 
Buy a Life Insurance Policy.” Companies 
from all over the United States have 
seen the essays in The National Under- 
writer and written for permission to 
use them, as they are copyrighted. An- 
swers in most cases have been delayed, 
however, as the association, after hear- 
ing the committee’s report, may decide 





to have the essays printed in pamphlet 
form. When this matter was first 
broached, several local companies im- 
mediately announced that they would 
buy a thousand copies and that they felt 
certain dozens of other companies would 
do likewise. 

An interesting side development in 
connection with the essays has led un- 
derwriters to propound the question, 
“When Is an Essay Not an Essay?” 
Members of the Minneapolis. school 
board and Superintendent of Schools 
B. B. Jackson are not exactly pleased 
with the awards, but this doesn’t worry 
the insurance men. It has been stated 
by some of the school officials that the 
first prize winner wrote his essay in 
slang and that the teachers of Minne- 
apolis are not teaching slang. 

The insurance men contend that they 
are looking at the matter from the prac- 
tical common sense standpoint. They 
Say that the boy who won first prize put 
thought and personality into his essay, 
which, after all, to their way of think- 


,ing, is what counts the most in almost 


any kind of writing. 


Northwestern National Contests 


The Northwestern National Life has 

been conducting agency contests for 
the first two months of the year. In 
the major league, the Cravens, Dargan 
& Roberts agency of Texas ranks first; 
the G. W. Hart agency, South Dakota, 
second; H. O. Wilhelm Agency, Ne- 
braska, third; Crary-Turner agency, 
North Dakota, fourth. Cravens, Dar- 
gan & Roberts obtained $457,000 in 
February, increasing their lead slightly 
over the G. W. Hart agency. 
_ In the intermediate league the stand- 
ing is as follows: Honey Insurance 
Agency, Northern Montana, first; 
Charles R. Mason Agency, Wyoming, 
second; Bidlake Agency, Southern Mon- 
tana, third; the Cummings Agency, 
Michigan, fourth; Turner Agency, 
Idaho, fifth; J. H. Myers Agency, 
Western Colorado, sixth; D. J. Con- 
nolly Agency, Northwestern 
seventh. 

In the contest among the new agen- 
cies, E. W. De Nio, Southeastern Iowa, 
ranks first, with J. R. Shultz, Okla- 
homa, second, and A. T. Daggett, 
Northwestern Kansas, third. 


Franklin Life’s Figures 

The annual statement of the Frank- 
lin Life shows assets $11,936,280; pol- 
icyholders surplus $962,837; new busi- 
ness $40,013,504; insurance in force 
$120,754,072. It wrote a $1,000,000 a 
n:onth more new business last year 
than the year before. Its increase in 
its insurance in force was $28,644,788. 


Iowa, } 





| 
Onto Nationa Lire Insurance Co. 


CINCINNATI, O. 
OW is the Golden Day of Life Insurance. It is 
the best time to get connected with a solid com- 

pany and build a foundation for the future. Good 
business was never so easy to get. People believe in 
and are buying life insurance. 
The Ohio National pays agents well for their work and 
backs them with all its power and facilities. 
Territory open in Ohio, West Virginia and Kentucky, 

Tennessee, Michigan, Nebraska and Kansas. 


A. BETTINGER T. W. APPLEBY 


President Secretary and Agency Manager 








QUALITY INSURANCE—CHARACTER SALESMEN 


Wanted—Specialty Salesmen—Wanted 


Any Sure Enough Salesman, who has the proper Intestinal Equipment, who is 
“Four Square” and willing to work; can e not less $20,000.00 per year helping 
us to continue the breaking of all Life Insurance records. 

Great unity for the men who can qualify!! 

From y, 1919 to May, 1920, Twelve months—one year—we wrote Ten 
millions Life Insurance. How? Let ustell you. We have the plans; we furnish 
the leads. If you can qualify, write or wire. 


THE LIBERTY LIFE INSURANCE .COMPANY OF KANSAS 
TOPEKA, KANSAS 








| — PROGRESSIVE Western Company with 
Three ae A up-to-date and real Agency helps, having a 
| Forms of Policy: record of fifteen years of fair and liberal 
‘‘Farmers treatment rendered to Policyholders and Agents, 
Special”’ | jis prepared to add reliable, energetic men to its 


Double Indemnity and 


Total Disability. Agency Force in Iowa and South Dakota. 


““Child’s Address 


Endowment’’ | 


Ages | to 16 years. 


Matures for $1,000 cash 
or $3,000 Paid-Up. 


“Old Age 
| 
| 


pnt 





Pension’’ 


Provides for Monthly 
| Endowment in old age. OF CES MOINES, IOWA. 


JAS, H. JAMISON, President 

















W. W. LANE, Secretary 


Monthly Pe 


Nl 


LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 
sion Bonds 


(Copyrighted) 
Under Our Service Pension Centract 


THE LA FAYETTE LIFE INSURANCE CO. 


LA FAYETTE, INDIANA 


A. E. WERKHOFF, President 








New Insurance Paid for 1920 


Insurance in Force ° ~ 





= 


Total Resources Dec. 31st, 1920 


(Exclusive of amount insured under Double Indemnity Provision) 


PAN AMERICAN LIFE INSURANCE COMPANY 
NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS, President 
THE PAN-AMERICAN WAY 


N KEEPING with the higher Ideals and Ethics of the business, the Pan-American 


-  $ 8,742,060.93 


does not seek to employ agents of other companies, but by interesting men of in- 


telligence, character and clean record, instructing them by correspondence, 


-  31,433,676.00 
-  91,408,227.00 


assisting them by the active co-operation of specially trained men, it has built up a 
field organization that is prosperous and contented. 

What these agents are doing, you can do, if you have the wilk—the Pan-Ameriona 
Way is open to you. 


Address: 


E. G. SIMMONS, Vice-President & General Manager, 
New Orleans, La. 
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NEWS ABOUT LIFE POLICIES 








Fidelity Mutual Dividends for 1921 


New Policies, ny Rates, Dividends, Surrender be and all Changes in 
terature, Rate Books, etc. Pe PRICE. que Manual-Digest 
PRICE, sn00 aa $1.50 aa. 


phe fr Gem,” Published Annually i 








Ordinary Life 


21 25 30 35 40 45 50 55 
$19.16 $20.88 $23.58 $27.13 $31.83 $38.17 $46.87 $59.01 
3.73 3.92 4.24 4.83 5.30 5.92 7.02 8.45 
3.64 3.80 4.10 4.66 5.17 5.77 6.77 8.17 

















Improved Disability Provision 


Claim may be made as soon as disability occurs—no probationary 


period. 

Payments begin immediately on approval of claim—no proba- 
‘tionary period. 

Monthly payments, lifelong, conditioned on permanence of dis- 
ability. 

Immediate waiver of future premiums—no waiting until next 
anniversary. 


Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Company 


of New York 
34 Nassau Street, New York 














The Test of Service 


The ultimate success of a life insurance company 
depends upon what those who have bought its 
policies in the past think of the service they have 
received. The Massachusetts Mutual passes this 
test with flying colors. Over $45,000,000, or 35%, 
of the business delivered last year was on the lives 
of men and women already insured in the Company. 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


Springfield, Massachusetts. 
Incorporated 1851 














A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up 
to $3,000, to young men and young women as young as age 2— 
»rotective insurance and Educational and Business Start Endow- 
ment Insurance. This extension of the age limit for Ordinary 
Insurance down to age 2 helps our Agents considerably. We 
issue Participating and Non-Participating Policies. As regards 
adults, we write contracts with Double Indemnity provisions cov- 
ering any kind of fatal accident, or with Double Indemnity pro- 
visions covering fatal travel accident only, as may be desired. 
We issue policies with waiver of Premium and Disability Annuity 
or Instalment Payment features. We insure males and females 
at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILLINOIS 
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$55.56 $61.99 


4.39 5.02 
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LIFE INSURANCE BY STATES 











Business issued in 1920 and amount in force December 31, 1920, in various commonwealths 




















DELAWARE | 

Issued In Force 

I cen alee wae oO 91,001 1,163,548 
DT: ¢heneweee ene G 1,320,800 1,547,100 
OT ree Oo 18,250 88,670 
Baltimore ...... Ind 209,765 678,678 
Connecticut Mut.... 58,200 509,942 
Columbian Nat...... 67,914 113,037 








ACTUARIES 


= F. CAMPBELL 
CONSULTING 
ACTUARY 








76 West Monroe Street 
Telephone Randolph 918 


CHICAGO, ILL. 











ARCUS GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 











_— J. HAIGHT 
Coney. tine 
810-813 Hume-Mansur Bidg. 


INDIANAPOLIS 
Kraft Building, DES MOINES, IOWA 































































































Equitable, D. a - 463,250 a Ge? 522 
Equitable, D. ‘Ina 1,295,413 3,399,804 
Equitable, N. ¥. .O 2,669,901 7,849,524 
Equitable, N. Y....G 14, 598,633 24,618,878 
Fidelity Mut... 401,933 | 
Beem, BOGE. ccccece oO 1,049, 500 3,384,000 | 
Home, Del. ..... Ind 688,801 3,497,440 | 
Mutual Benefit .... 464.377 1.835.119 Il ] INOIS 
Manhattan ...... 1,310 52,006 
Mutual of N. Y. 1,660,887 8,851,014 
Beer yenme AGWUF..... 3  cesese 6,500 
Massachusetts Mut ‘ 53,000 648,602 
New England = 199,469 1,540,107 ° ° ° ° 
National Life, Vt... 594/542 2'156.965 If you live in Illinois, or want to locate there— 
poctneremeere Wet... siSees Bere tee NOW is your chance. We have some excellent terri 
ew or = nee aw ere 566,288 5,512 x - 
P tl ae L. & Tr 1,948,633 6,786,198 y ° ce en err 
Philadelphia ....... "527378 1,202,836 tory open in which we want to place some real live men 
Phoenix Mut. ...... 12°500 351,254 : - : 
Penn Mut. .......... 592°548 — 3,813.392 —men who will appreciate a Direct Home Office Con- 
Prudential ....... 2 1,447,836 6.835.448 . . . ° 
Prudential |.....:G "...... 102300 tract with big first year Commissions and Renewals 
Prudential ..... ind 1,997,844 14,068,461 | . 
EE baci scin'e os 188,078 159,000 | that are worth while. 
7 - ys Roy CI: csousa 40,300 Bit | 
o a Ce aecaseseesde wee 5,6 
oS. idee... . e333 eee We make it easy for you to sell our Policies by giving you 
Union Central |... : 264,608 1,517,183 the best policies to sell, and then showing you how to sell them. 
SS —S We give unlimited service to Agent and Policyholder alike. 
FLORIDA We know you'll like our proposition. Address a letter te 
y propo 
_— —s ———w | the Secretary today. 
Commonwealth is 29,000 29,000 
Conservative 1,088, 800 908,800 
OO EES 5,7 2,995,086 
— Natl phate "83 ’ 136, ioe M t Lif ] C 
r terns se SOE J - 7 6 
iicratwiitrn fees 641! Marquette Life Insurance Company 
Line oln meeeeve. o (000 pe 000 li 
sso Se # > 866, 5 
yh ate... $47,016 $06,608 Julius M. Gass, Secretary 
EE le ai atninie a. e 3,837,000 11,286,645 > 
Travelers ......... 370,416 1:3 SPRINGFIELD ILLINOIS 
Volunteer State... 64.461 
GEORGIA h ‘é h 9? 
| : The Marguette“‘Has Stood the Test 
‘Atlantic ae 418,000 1, 
Columbian Nz atl er 1,683,931 5 
Conn. Mutual 2,201, 75 2 7 


Conservative 





209, 500 




























































Ae mee ae ie inital 45.497 
| Federal Life . Ind 1,300 e e 
re C. HARVEY | Fidelity Mut. ...... 2.142574 5,920,705 ( tR bl L f ] C 
| Home, N. Y... 261,085 1,965,337 an m 
CONSULTING ACTUARY Mlinois rt 1,456,157 5,075,639 rea epu Ic I e nsur ce 0 pany 
ndiana tl. 36,500 490,000 
Chemical Building ST. LOUIS, MO. Inte ane Natl atm ei 1 005.583 5,746,049 LOS ANGELES, CALIFORNIA 
| Interstate L. & A..O 100,075 115,892 
Interstate L. & A.Ind 308,858 153,897 > ° 
T.*< JM | Life of Va. cndengvas --O 2,908,895 1 2:250.931 Capital, $500,000 Fully Paid 
—_— | Life o Bocccces nd 3,198,245 911,33 
| Mass. Mutual . 5,004,290 20,227,063 
nae eee rear Values, \M ichigan Mut. |... 579.859 2°181,961 GREAT OPPORTUNITY FOR LIVE MEN 
Missouri State ..... 6,945,711 14,705,350 
ey Puls ort i | Morris Plan ........ 69.700 67.350 H. S. BRIDGEWATER J. R. RAILEY 
Porms Prepared. The Law | Mutual, N. Y........ 10,357.375 48,701.169 325-331 Title Guaranty Blidg., 401 Dallas County State Bank Building 
famarance « Sp Specialty. | National L. & A....O0 528,000 524,000 St. Louis, Missouri Dallas, Texas 
KLAHOMA CI | National L. & A..Ind 4,061,371 5,010,956 Mgr. Missouri and Kan: Mer. 
—_ =. New York Teepe eis 16,402,433 63,303,120 on > Vemoand Gitshe 
| Pacific Mut. . 2°918.494 8'768.049 W. H. SAVAGE, Vice-President and Agency Director 
ITCH |} Pan-American 1. 293,700 5,013,363 
- H. N _- bo“) ~ See 7,542,039 49,839,039 
Phoenix Mut. ...... 1,302,319 5,134,309 
$000 Aeseciption io. 1096, Letele S | Provident L. & A.... 117,000 195,510 
| Provident L. & T.,Pa. 3,221,321 5.907,2 . 
Sede a et ean | | paca <5 aie tate || THE, FARSEEING AGENT KNOWS 
| Prudential ecm G 236.400 232,15 ° 
3 | Reliance ..... . 2,556,400 7,168,475 
CHARLES SEITZ | Reserve Loan 885.482 2,029,281 
© CONSULTING ACTUARY | Security Mut. ....:. 223,694 2.173.174 ; The demon- 
3 Author of al Tao _——— | that his strated values 
‘ “System and Accounting” | INDIANA abilities linked offered your 
i | i <<a pomp 
2 209 So. La St. CHICAGO [ijn a... 90148 11.904.900 - uh te WILL GAIN HIS 
; Guardian P 1,701,428 5.284.191 policies of Li Ee INSURANCE COMPA v CONFIDENCE. 
. Int t al 199,607 1,238,647 
REDERIC S. WITH INGTON aerate 1.364.010 1.734164 of BOSTON, MASS. 
- ONSULTING ACTUARY ee, TORSO cc cccuces 808,098 3,727,098 
402-404 Kraft Buildi A oD eect 
! Ta Wanw it DES MOINES rowa | || | MUST WIN ALL THE TIME 
’ MICHIGAN | 
° EE  couséscens ary "279,000 283,500 
| ia Age a - = . * ‘ 875,201 et hett 
A Penn Mutual Premium, lessa PennMu- || NOrthwestern Nat 970,509 215,450 D bl Y I 
, Peoples, Ind........ 128,340 128,340 
tual Dividend, purchasing « Penn Mutual || Peoria 1.2. .22.. 2.712370 6,421,709 oupbie our income 
Policy, containing Pann Mutual Values, Standard. Ill........ 294.500 918,338 
a —— j = somes — by selling a full and complete line of Modern Life, Accident and Health policies. 
low cost and care of interest of all members. | | | MASSACHUSETTS Life policies issued from five to sixty years of age. 
| 
j (L General Agency openings in Iowa and Missouri. 
ef £Qererecrrrrrrr. 9,974,473 30,170,488 
The Penn Mutual Boston Mut. I 4630561 19,313,949 


Life Insurance Compan 
of Philadelphia ; 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 


























Boston Mut. ..... 
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9,954,930 

9,583 
11,396.428 
81,852,497 

123,431,743 
20,087,088 
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American Old Line Insurance Company 


Life, Accident and Health 
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1867 1921 
THE 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 


RESULTS OF 1920 


$254,538,407.00 of Insurance in Force. 
62,399,248.00 New Business in 1920 (paid for) 


Sixty-nine per cent of all business written 
since organization still in force. 


For information address: -Home Office, Des Moines 








The Farmers & Bankers Life 


Insurance Company 


Largest volume of business—Greatest amount 
of assets—Largest yearly production of any 
Kansas life insurance company. Truly it 


LEADS THEM ALL I8 KANSAS 


Home Offices Wichita, Kansas 








More Than 1!4 Million Policies Now In Force 





Only four other life insurance companies in America have more 

policy contracts in force than this Company. A study of the 

following growth in ten years is invited: 

Jan.1,1911 Jan. 1, 1916 Jan. 1, 1921 

Assets $ 5,614,764 $10,279,663 $ 22,885,957 

Policies in Force 371,106 613,615 1,277,277 

Insurance in Force 49,245,028 89,596,833 251,594,364 
Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 


LIFE AGENCY CHANGES | 


























RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 
ST. PAUL, MINNESOTA 


C. H. Gillig 


Cc. H. Gillig, who has been with the 
United States Food Products Corpora- 
tion of Peoria, Ill., has been appointed 
general agent of the Missouri State Life 
in that city, taking five counties. 





Darst & Morgan 


Darst & Morgan of,Charleston, W, Va., 
are to be state managers of the Shenan- 
doah Life of Roanoke, Va. 

John S. Darst is the retiring state aud- 
itor of West Virginia. Maj. C. R. Morgan 
has been attorney for the state insurance 
department for 12 years. 





Made Sioux City Agents 


John Steenbergen and A. N. Carlson, 
who have been working in the field for 
the Mutual Trust Life of Chicago, have 
been appointed general agents at Sioux 
City, Ia, 

—_-—~ 


Bennett S. Drew 


Bennett S. Drew, formerly a special 
agent of the Travelers in Brooklyn, has 
been made manager life and accident 
department of the new 59th street branch 
office of the company which was opened 
March 1 in the Gotham National Bank 
building 1819 Broadway, New York. 





Lloyd Thompson 

Lloyd Thompson, formerly office mana- 
ger for the San Francisco office of the 
Penn Mutual, has become associated with 
Joseph H. Gray, general agent for 
Northern California for the New Eng- 
land Mutual Life, in a similar capacity. 
Prior to going to the Pacific Coast, Mr. 
Thompson was cashier for the Des 
Moines office of the New England Mutual. 








WITH INDUSTRIAL MEN | 














Made Agency Inspectors 


The John Hancock Mutual Life has ap- 
pointed as home office inspectors W. L. 
Powers of Buffalo and Clarence Fal- 
coner of Pittsburgh No. 2. Their work 
will largely be confined to western 
agencies. Mr. Powers became connected 
with the John Hancock in July, 1900, at 
its Buffalo agency. He was made as- 
sistant superintendent of the same 
agency in 1905. Mr. Falconer became an 
agent for the John Hancock at Roxbury, 
Mass., in October, 1907, and in Septem- 
ber, 1909, was promoted to the position 
of application inspector at Pittsburgh 
No. 2. 





Creates Hundredth Agency 


The John Hancock Mutual Life has 
created its 100th agency. it being estab- 
lished at Dayton, O. Florenze T. Win- 
ter, late of the Elizabeth, N. J., agency, 
is made superintendent at Dayton.  T. 
D. Heenan, assistant superintendent of 
the Long Island City agency, is made 
superintendent at Elizabeth. 





Texas Court Rules Against Company 


The Texas supreme court holds that 
the emphatic language of the Texas 
statute that no policy of life insurance 
shall be issued or delivered containing 
prohibited provisions does not admit of 
the construction that policies may be 
issued in Texas containing the pro- 
hibited provisions though issued for 
small amounts and in consideration of 
weekly or bi-weekly premiums, and that 
a policy therefore .is not relieved from 
conflict with the statutes, merely be- 
cause issued on the industrial plan. 

The decision was rendered in the case 
'of the First State Insurance Company 
vs. Katie Smalley et al, from Harris 
county. One condition in the policy was 
that if death was the result of pulmon- 
ary disease, during the first twelve 
months from date of the policy the sum 
| to be paid the beneficiary would be lim- 
ited to one-half of $172. There was un- 
disputed evidence that the assured did 
die of pulmonary disease. The jury ren- 
dered judgment against the insurance 
company and it was affirmed by the ap- 
rellate court. 





Prudential Activities 
Agent Benjamin E. West of the Pru- 











dential at Sedalia, Mo., has been pro- 


The 
Columbian 
National Life 


Insurance Company 
ARTHUR E. CHILDS 


PRESIDENT 


Boston, Massachusetts 


Life, Accident and 
Health Insurance 


Low Guaranteed Rates 








HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,Q00. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 





W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohie and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 


HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 





CLEVELAND, OHIO 








FOUNDED 1875 


The Provident Life 
and Trust Company 


of Philadelphia 


(Penna.) 


“Tantamount to a 


Sight Draft” 


A Provident Long 
Endowment is not 
only payableimmedi- 
ately should the in- 
sured die; if he lives 
to the maturing date 
specified in the policy 
it is tantamount toa 
sight draft. 
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moted to the position of assistant 
superintendent in that district. His ad- 
vancement was due to the commendable 
manner in which he took care of his 
agency work. 

Agent Ira Smith of Parsons, Kan., dis- 
trict has made a fine start this year in 
writing industrial and leads the agency 
staff of Division L. He is also doing 
good work in securing ordinary and is 
careful to keep his accounts in proper 
shape. 

Superintendent Thomas J. Stewart of 
New York No. 8 is leading the company 
in industrial for both actual and propor- 
tionate results. A most noteworthy fact 
is that every one of his assistant su- 
perintendents is listed among the first 
150 leaders of the company. His agency 
force appears in such excellent numbers 
that 10 percent of the names that are 
shown belong to New York No. 8 repre- 
sentatives. 

Agent Harry L. Horst of the Philadel- 
phia 10 district, leader of the agents of 
Division D for 1920 in ordinary net issue, 
is the first in the division this year to 
receive the bronze merit button signify- 
ing a net issue of at least $50,000. 

Agent C. F. Tucker of St. Joseph, Mo., 
now leads in industrial in Division P 
territory. 

Assistant J. A. Scott of Peoria, IIl., is 
making excellent progress in industrial. 
It is expected that within a short time 
he will be occupying a still higher rank- 
ing among the assistancy leaders. 


GETTING OUT TWO CONTRACTS 





Massachusetts Mutual Life Announces 
Policies That It Will Add 
to Its List 





The Massachusetts Mutual Life is 
getting out two new policies. One pro- 
vides that the policy shall mature at 
age 60 or 65 ard furnish monthly in- 
come thereafter, so long as the assured 
lives. It pays for 10 years certain. For 
instance, a $10,000 policy will provide 
$100 a month. This is an old age pro- 
tection policy 

Another contract being gotten out is 
to be known as the “Optional Life Con- 
tract.” It is written on the ordinary 
life form, but provides that the assured 
may change to any other form by pay- 
ing the new premium. He will not be 
required to pay the back reserve and 
interest. It automatically changes to 
the new form and the values are ad- 
justed accordingly. It will carry the 
regular disability clause. The change 
to any other form can be made without 
medical examination. The policy will 
be issued up to age 50. The company 
states that many people in taking out 
insurance, and especially young people, 
do not know the kind of policies that 
they may desire later on. Their condi- 
tion may change and they may wish 
another kind of policy. This contract 
will, therefore, fill the bill. 


Kansas-Nebraska Directory 


The insurance directory of Kansas 
and Nebraska has been issued by THE 
NATIONAL UNDERWRITER. This is a much 
larger book than formerly and _ indi- 
cates the growth of the insurance busi- 
ness in the two states. The book gives 
full information as to companies and 
field men and all the local information 
as to agents and companies represented. 
One of the interesting features of the 
directory is a compilation of insur- 
ance laws of the two states made by 
Attorneys Guilford A. Deitch and 
Frank G. West of Indianapolis, who 
specialize on insurance. 





Inheritance Tax Bureau 


_ The Equitable Life of New York has 
inaugurated an inheritance tax bureau 
at the home office. It will be under the 
direct supervision of Second Vice- 
President W. J. Graham. The purpose 
Is to assist the agents of the Equitable 
i all matters relating to inheritance 
tax insurance, both under the federal 
and state tax laws and the various state 
inheritance tax laws. Inquiries will be 
answered and data will be given so that 
the agents can keep well informed. 








BOOST FOR INSURANCE 





BIG CONGRESS AT RICHMOND 





Large Attendance and Excellent Pro- 
gram for Meeting Held at Vir- 
ginia Capital 





RICHMOND, VA., March 9.—Life 
insurance was given a big boost at the 
sales congress held here today under 
the auspices of Virginia Association of 
Life Underwriters. Preparations were 
made for attendance of more than 1,000 
insurance men and workers in affiliated 
lines from all parts of Virginia, as well 
as from adjacent states. Much credit 
for the success of the convention is due 





a local committee composed of Neil D. | 


Sills, A. O. Swink, C. B. Richardson 
and George T. Bryson. 

The sales congress will be followed 
Thursday by individual company meet- 
ings. The point was stressed particu- 
larly that life insurance companies with 
their enormous financial backing play 
an essential part in the life and destiny 
of the nation and that it was especially 
for the public welfare of Virginia that 
the congress was arranged. 

Neil D. Sills, ex-president of the Na- 
tional Association of Life Underwriters, 
acted as chairman, and the visitors were 
welcomed by Thomas P. Reynolds, 
president of the Richmond Association 
of Life Underwriters. 


_The addresses included: 


“What Is Being Done,” Orville 
Thorp, Dallas, Tex., president of the 
National Association of Life Under- 
writers. 

“The Selling Process, or the Strategy 
of the Sale.” Barney Pearson. 

“Dynamics of Ideas,” Dr. 
eae of Davidson College, North Caro- 
ina. 

“Business 


Charles W. 


Insurance,” 


Scovel, Pit'sburgh, Pa., ex-president 
National Association. 
“Insurance to Cover Inheritance 


Taxes,” Orville Thorp. 

“Salesmanship in Life Insurance,” 
Oliver M. Thurman, superintendent of 
agencies of the Mutual Benefit Life 

“Income Insurance,” Charles W. 
Scovel. 

During the recess hour the speakers 
were entertained at luncheon at the 
Commonwealth Club. 








Security Life, Chiecago—Its annual 
statement shows assets, $3,926,696; pol- 
icyholders’ surplus, $324,142; insurance in 
force, $35,675,435; increase $8,761,079. On 
Feb. 1, of this year insurance in force 
amounted to $37,062,285 and the assets 
had gone to $4,014,716. 


Eureka Life, Baltimore, Md.—Its state- 


ment shows assets $1,020,065, gain 21 
percent; capital $100,000; net surplus 
$80,051; premium income $615,614, gain 


17.5 percent; new business $4,508,087: in- 
surance in force $15,665,489, gain $2,391,- 
473. 


Favorable Mortality Seen 


Most of the life insurance companies 
report a _ decidedly favorable two 
months so far as mortality is concerned. 
The saving has been exceedingly grati- 
fying. A year ago there was some of 
the back-wash of the influenza and 
some cases of inflvenza direct. Pneu- 
monia cases were frequent. This year 
the mortality has swung back into a 
normal gait. 


General agents, just what you have 
long needed! The “Office Actuary,” in 
other words the Diamond Life Bulletins 
Service on statistics and salesmanship. 
Rapidly becoming universal among well 
equipped general agencies. Your office 
and agency force are handicapped with- 
out it. Send for booklet. $30 per year, 
$2.50 per month. A continuous service. 
THE NATICNAL UNDERWRITER COM- 
PANY. 


Fraser | 











THE GOLDEN WEST; YOUR GOLDEN OPPORTUNITY 


California State Life Insurance Company 


SACRAMENTO, CALIFORNIA 
Insurance in force $38,782,271 Assets in excess of $4,200,000 
Capital and Surplus $684,153.80 


Splendid opportunity for ambitious, energetic Insurance Salesmen to 
represent our Company in California and Texas Territory 











Write J. R. KRUSE, Vice-President and General Manager 








HOME LIFE INSURANCE COMPANY 


of America 
Incorporated 1899 


PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 8 
months next birthday to 60 years. : 
Industrial policies are in full immediate benefit from date of issue. 
Ordinary policies contain a valuable Disability clause and are guaranteed 
by State Endorsement. 

GOOD CONTRACTS FOR LIVE AGENTS 


Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL S. WALSH, Pres. JOSEPH L. DURKIN,Secy. JOHN J. GALLAGHER, Treas. 








WANTED 


A General Agent for Cincinnati 


By 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
of Columbus, Ohio 


Look up the record of this Company, then write the 
Secretary for particulars. Here's a life-time opportunity 
for the qualified man willing to work. 








ARE YOU THE MAN? 


A liberal General Agent’s cont ract for the state of South 
Dakota with a progressive Northwestern Life Company. 
A first-class opening for an aggressive man of integrity and 
ability. 





Address 82-Z, The National Underwriter 
Chicago, Illinois 








1921 


1851 Seventieth 


Anniversary Year 


BERKSHIRE LIFE INSURANCE COMPANY 


Pittsfield, Mass. 


During this long span of years the Company has maintained a high 
reputation for fair and honorable dealing with 
policyholders and agents. 


William D. Wyman, President 
Winfield S. Weld, Supt. of Agencies 











W ANTED District Managers The es 


BY 
THE GEM CITY LIFE INSURANCE CO. 


OF DAYTON, OHIO 
Write the Home Office for further particulars. Here's an opportunity for a 
man to get in on the ground floor with a progressive 
young Ohio company 


rr’ 
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LIFE INSURANCE BY STATES 


Penn Mutual 

Prudential 

Reliance 

Union Central 543,937 
Western Union .... 3,830,667 


[ MISSISSIPPI 


Bankers Reserve... 632,500 
Conservative 











Business Men's As.. 
Bankers, Iowa 
Capital 

Columbian Natl..... 
International 

Idaho State 

Mutual, N, Y 
Northern 





— 
NON ep 





1,251,357 1,503,672 
6,324,521 17,738,014 








The Connecticut Mutual 
Life Insurance Company 


Hartford, Connecticut 


The Company for Fieldmen with Ambition 
74 years of Honorable Service to Members 
Offers a background of satisfied Policyholders 


which 
with Education, Service and Individual Assistance 
renders 


The Maximum Advantage 
to the agent 














Great Southern Life 


Insurance Company 


HOUSTON-DALLAS 
‘‘Texas’ Hundred Million Dollar Company”’ 


Has never issued a policy with 

Double Indemnity 

Premium Reduction 

Coupons 

Group Insurance 

(No frills or trimmings) 

Issues only 

Plain, Simple Contracts 


Full Reserve Values 
(Cash, Paid Up or Extended Insurance) 


Full Total Disability Benefits 
Monthly Income Payments to Beneficiaries 
in All Approved Forms. 


We offer no inducements to agents except prompt service and fair 
treatment. All business conducted on strictly cash basis. 


oO. S. CARLTON, President, Houston 
E. P. GREENWOOD, Vice-President, Dallas 

















Maryland Assur..... 
Masonic Mut 
Metropolitan 
Metropolitan 
Metropolitan 
Michigan Mut. 
Mississippi 
Mississippi 

Mutual .N. 

National L. 
National L. 

New York 

No. Carolina Mut.. 
No. Carolina Mut... ° 
Protective 321,500 
Prudential 4 8,327,494 


MISSOURI 


Conn. Mutual 41,906 
Crescent Life......L 600 
Crescent Life...... I 
Franklin 


,000 561,100 

Kansas City 38,231,013 
Missouri Ben. Assn. 00 610,500 
16 24,658,566 

38,267,188 

58,854,483 

53,258,244 

5,949,396 





“Enclosed herewith please 
find my check for $3.00. We 
would not be without your 
valuable paper for twice its 
subscription price.”— Extract 
from a letter from 


JAMES M. COWAN 
General Agent 
Northwestern Mutual Life 
AURORA, ILL. 








ureka Life 


Insurance 


Co. 
OF BALTIMORE,’ MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


JOHN C. MAGINNIS 
President 


JOSHUA N. WARFIELD, Jr. 
Vice-President 
JOSEPH H. LEISHEAR, Jr. 
Secretary-Treasurer 


J. HOWARD IGLEHART 
Medical Director 














Capital, $200,000 NO ORGANIZATION EXPENSE 


build a real life insurance company. 


choice territory, progressive field and 





CENTURY LIFE INSURANCE CO.), ‘ssiziarou 


All of the stock is held by a few substantial business men Managed by men experienced and familiar with all de- 
of Indiana who believe in the ability of the management to partments of life insurance work. 


We offer agents experienced management, superior policy contracts, 
home office methods and an 
old-fashioned general agency contract that means money. 
If you want to be affiliated with an institution that has real red blood in its veins---that has all the elements of growth and permanency-— 
Tell us where you want to work 


CLAUDE T. TUCK, Seeretary 
Occidental Buildin 


Surplus, $100,000 











Force 


Paar Issued In Fo 
National, 3,039,079 13,596,607 
New England Mut.. 3,460,317 14,346,756 
New York .........22,232,668 114,063,001 
Northwestern Mut..17,056,454 73,698,792 

553,000 


Bankers...... 


t 


23,810.765 
15,932,816 


3,515,717 
Prov. Life & T., Phil. 3,428,436 15,575,455 
Prudential 18,668,104 79,420,283 
606,850 


Prudential 524 


,150 . 
Prudential 117,854,325 87,459,496 


Pacific 898,784 
Quick Pay. Old L..I 1,782,391 
St. Mut. Life Assur.. 4,018,898 1 
St. Joseph 3,741,000 
Union Central 4,033,247 1 
Union Mut 578,164 
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NEBRASKA 


American, Ia. 


— 
357,807 


75,500 
Bankers, Neb. ...... 8,783,107 54,084,349 


Bankers Reserve.... 

Business Men’s Assn. 

Capital 

Central Life, Ia 

Central, Ill 

Des Moines L. & Ann. 
Columbus Mut 5,375 
Conn. Mut. 2,013,738 


6 


,375 
»393,121 


Commonwealth .... 4,019,561 19,271,697 
3,000 000 


Cloverleaf L. & Cas. 
Cedar Rapids 
Equitable, Iowa 
Elkhorn 

Equitable, N. Y 
Fidelity Reserve 


Franklin ee 
Fidelity, Pa. . 
Farmers, Colo. 
Guaranty 
Guardian, N. 
International 
Kansas 


— 


Merchants, Ia 
Minnesota Mut 
Michigan Mut. 
Northerwestern Nat. 
National Fidelity... 


—— 
PA SIDS St tO it St Oe 


bo 


Old Line, Neb. 
Ohio Nat. 
Omaha 

Old Colony 
Prairie 

Penn. Mut. 
Prudential 
Provident, L. & T... 
Phoenix Mut 
Peoria 
Reliance 


ry 


+ 


Security 

St. Joseph... 

Security Mut 

Standard, Ill. 

Travelers 

Union L. & 

Union Mut. 538 
Union Central .... 3,870,827 
Western Nat. 118,500 


Oe romescc=~In wo 








NEW HAMPSHIRE 








--G 1,402,100 


Conn. 
Equitable, N. 
Equitable, N. 
Fidelity 

Home, N. 
John Hancock 
Mass. Mut, 
Metropolitan 
Metropolitan 
Metropolitan 
Mutual Benefit 
Mutual, N. Y 
National, Vt 
New England 
New York 
Northwest. Mut..... 
Penn 


Prov. 

Prudential 
Prudential 

memee, BEGG. ccccoses 
Travelers 

Travelers 

Union Cent. 

Union Mut. 

United L. & Acc..... 








NEW MEXICO 


American, Ia. 
Bankers 
Capitol 
Equitable, } 
International 
Kansas City 
Missouri 
New York 
Reliance 
Travelers 





